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We are not so foolish as to say you 
should always use“‘ Armco”’ Ingot Iron. 


There may be occasions when you 
should use copper—when your cus- 
tomers should pay the price for copper. 

There may be—but this is so doubt- 
ful we don’t like even to suggest it— 
there may be times when you should 
use an inferior, cheaper metal than 
“Armco” Ingot Iron. This could only 
be on work that was temporary, that 
was made for a few months’ service. 

The big bulk of your sheet-metal 
work is made to last as long as it can, 
in defiance of weather and other con- 
ditions it has to face. 

For this work you shoulda/ways use 
‘‘Armco”’ Ingot Iron. Every gutter, 
leader, downspout, cornice—all roof- 
ings and sidings, pipes and ducts for 
heating and ventilating—these should 
be made with “‘Armco’”’ Ingot Iron. 


Where YOU Should Use 
“Armco” Ingot Iron 


‘“‘Armco”’ Ingot Iron is rust-resisting. 
It is commercially pure iron. The 
“‘texture’’ is smooth and even. When 
galvanized, the coating and the base 
metal become as one, with no tenden- 
cy of the galvanizing to crack and 
split and peel where the stresses come. 


“‘Armco”’ Ingot Iron is soft enough 
to work into form easily and quickly 
—strong and tough enough to bear 
the strain of working. 


*‘Armco”’ Ingot Iron is well known. 
It bears a trade mark honored in in- 
dustry, commerce and business — in 
homes, in factories, and on farms. 
Whatever prestige the name “‘Armco’”’ 
has won in building our business, it 
will lend to you to build yours. 

Use ‘‘Armco”’ Ingot Iron wherever 
you want long life, good service, and 
the satisfaction of your customers. 


THE AMERICAN ROLLING MILL COMPANY, Middletown, Ohio 
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/6 Years Ago 
A Zine Root was put on this Home 


A few months ago the house was razed to make room for one 
of modern type. But the Zinc roof, still in perfect condition, had 
substantial salvage value. 

Roofing equipment, such as leaders and gutters, shingles and 
trim, made from Horse Head Zinc, lasts indefinitely. 

These ten preferential features are embodied in roofing equip- 
ment made from Horse Head Zinc: 


1. It cannot rust. 6. Blends with color schemes. 

2. Lasts indefinitely. 7. Does not stain light surfaces. 

3. Is self-protecting. 8. Eliminates replacement costs. 

4. Requires no paint. 9. Least expensive durability considered. 
5. Attractive color. 10. Assures roof upkeep economy 


THE NEW JERSEY ZINC COMPANY 
160 Front Street (Established 1848) New York City 


Manufacturers of 
Zinc Oxide, Albalith, Zinc Dust, Slab Zinc, Rolled Zinc, Spiegeleisen, C. P. Metallic Zinc, 
Zinc Sulphate, Mossy Zinc, Feathered Zinc, Sulphuric Acid, Salt Cake, Zinc Chloride. 
CHICAGO: Mineral Point Zinc Co., 1111 Marquette Building 
PITTSBURGH: The New Jersey Zinc Sales Co., 1439 Oliver Building 
CLEVELAND: The New Jersey Zinc Sales Co., 1138 Guardian Building 
SAN FRANCISCO: The New Jersey Zinc Sales Co., 1205 Merchants Exch. Bldg. 


New Jersey 


AANC 


The World’s Standard for Zinc Products 


Sal MN 
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The “Sunbeam”’ is the logical furnace 
for you to sell because it pays you a 
better profit. 

By reason of its generous proportions, 
weight, correctness of design and simplic- 
ity, it will do all that can be demanded 


from the most elaborate and expensive’: 


furnace. 

A policy of volume production and 
small profit per unit puts this excellent 
furnace in the dealer’s hands at ex- 


Better Profits hiscred 






ceptionally low cost. Your gross 
profit is insured. 

Careful inspection, perfected crating 
methods and perfect fitting and mounting 
protect you against loss of time in erect- 
ing. Your net profits are protected. 

National: advertising atid exception- 
ally strong dealer advertising service 
(of which the above is a sample) provide 
the means through which you can build 
a permanent, paying business. 


Complete details of the product, plan, proposition and profit are yours for the 
asking. These facts are convincing hundreds of aggressive dealers—we believe 
they will convince you. Write or wire. 





ai — 
= Jtox FURNACE 























ELYRIA, OHIO. Company 





ALPHABETICAL INDEX AND CLASSIFIED LIST OF ADVERTISERS, Pages 43 to 45 


Published Weekly, Entered as Second-Clase Matter June 25, 1885, at the Post Office at Chicago, Illinois, under Act of March 3, 1879. 
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For exclusive territory rights address 


THE WISE FURNACE CO. 
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“HOME COMFORT” 


THERE ARE NO BETTER 


WARM AIR HEATERS 


AEGANICAL construction in general 
means little to your prospective warm air 
heater buyers. Comfortable, economical 
heating construction is the topic that 
deeply concerns them. 


That’s where the “Home Comfort” features 
become valuable to you. 


Your prospects can understand that steel won't 
crack—they can see that boiler-riveted joints can t 
leak soot into the rooms and that a large radiating 
surface gives them greater volume of warm air. 
That's why * ‘Home Comfort” Warm Air Heaters 
have been giving comfortable heating service to 
thousands of users for many years. 


Our latest catalog together with our 
Dealer Sales Plan will interest you. 


We will gladly send them. on fre- 
quest—write today. 


ST. LOUIS HEATING CO. 


2400-06 COLEMAN ST. ST. LOUIS, MO. 








+ em 
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Construction of the SUPER-SMOKELESS Furnace 


Includes the FRAMELESS 
Feed and Ashpit Doors 


SUPER-SMOKELESS Furnaces embody those 
important details of construction—Frameless Feed 
Door and Frameless Ashpit Door—distinctive 
features found only in Superior Pipe and New ™& 
Idea Pipeless Furnaces. 


Feed Section and Ashpit Sections extend right 
through the front of the furnace, and the doors 
close tightly against the accurately ground open- 
ings—no cement joints required—no chance of 
cracks developing to leak gas, dust and smoke 
into the rooms of the house. 


A scientific furnace—burns soft coal smokeless|y—many 
exclusive improvements—write for dealer proposition. 


UTICA HEATER COMPANY 
UTICA, New York 


218-220 West Kinzie St., Chicago, IIl. 


A REVOLUTION IN HEATING and 
VENTILATING 


Deliver June Days 
in Winter with the 


FARRIS 


WATER BASE 
FURNACE 


Soft Clean Warm Air 
FARRIS FURNACE CO. 


Springfield, Illinois 





























Pipe and Pipeless 


| 








AT A PRICE 


Your customers are looking for furnaces of ex- 
ceptional quality at a price they can afford to pay. 





Furnace users are shopping for lower prices and 
the big volume of furnace business will be in a 
scientifically constructed furnace at a low price. 


The exceptionally high quality of ORBON 
furnaces will compare favorably with any 
furnace made, and the exceedingly LOW 
ORBON PRICES will enable you to meet any 


legitimate competition at a handsome profit. 


Send for the ORBON 
Catalog and Prices 


Note These 
Special Features: 















1—Eatra large grate 
surface. 


2—Two piece straight 
firepot. . 














3— Galvanized cas- 
ings and linings. es 
4—Clean out and Sh: 
smoke collar cast to 
radiator. 

5—Mad: from origi- 
nal wood patterns so 
it fite perfectly and 
cases easily. 

6—Big ash pit. 

7—A scientific con- 
struction through- 
out. 


8— Quality construct- 
ed to sell at a price. 


ORBON STOVE Co. 


BELLEVILLE, ILL. 
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They Fit 


Moncrieff Furnaces are made in 32 
different styles and sizes. You will 


find one to fit every need at a price to 
fit your customer’s pocketbook and pay 
you a good profit. 


The Moncrief goes together in short 
order without chipping and fitting be- 
cause all parts are ground and fitted at 
the foundry. The parts are serially 
numbered and shipped to you a com- 
plete unit. 

There’s a lot of satisfaction in selling 
Moncrief Furnaces because of the big 
satisfaction they deliver to users. 


Our proposition fits right into your 
business. Write for details. 


The Henry Furnace and 
Foundry Co. 
Cleveland, Ohio 


Manufacturers of Moncrief Furnaces—Pipe, 
Three-Pipe, Majestic Moncrief, and everything 
used in a warm air heating job. 


AONCRIEF 
FURNACES 
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The new “FRONT RANK” 


is now ready for delivery. 


Note its fine appearance—its 
plain, dignified lines—the ab- 
sence of any “ginger-bread” 
effect. 


Notice the extra large vapor 
pan—capacity 50% more than 
the old one; the covers over 
each grate opening — making 
the ash pit section dust: proof 
and air tight. 





You will like the method of 
attaching the casing. The draw 
bolts keep it in place. Back of 
the front are channel iron 
guards which hold the end of 
the casing tight against the 
front, making it dust proof. 
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-- Our new catalog, just off the press, tells you the complete 

x story. It is free to dealers. Ask us to send it. 

: ae eee eS a ee Sa ee ¥ 
l 

1 hs | | COUPON 

x New price lists are in 

% . . ! HAYNES-LANGENBERG MFG. CO. 

effect covering this ne 

¥ B g thts new | 4058 Forest Park Bivd., St. Louis, Mo. 

e “FRONT RANK’ Without placing me under any obligation please send me copy of 

e } catalog No. 15 of “Front Rank” furnaces, a'so price list and discount 

* 1! sheet. J) check here if you want prices. 
! 
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INTER-STATE FURNACES 


XAMINE the Inter-State Furnace, Series 
100, shown at the right—notice the 
Absolutely Straight and interchangeable two- 
piece fire pot. The lower half of this fire pot 
is slotted so that hot air is distributed to the 
fire causing complete combustion. This 
straight fire pot construction also gives your 
customers extra large grate surface. 





Other special features are Large Feed 
Door, Extra Large Casing and Full Cast 
Front. 


The Inter-State Furnace, Series 100, is a 
heavy, solid furnace made of good, durable 
material to withstand long and hard service. 


Our dealers are buying and selling Inter- 
State Furnaces on a quality basis yet you'll 
find our prices low. 


Write today for full information and prices 
on the Inter-State—be ready to sell a superior 
grade furnace at an unusually low price. 





| 


Everything in Furnace Supplies 


We are known by our customers as headquarters for furnaces, regis- 
ters, tin and galvanized fittings, faces, grilles and all warm air heat- 
ing supplies. You can get your Parker Metal Punches and Sheet 
Metal Specialties from us—also Speco Solid Sal-Ammoniac and other 
high grade specialties. Let Carr quote you prices on your next order. 


AUER ECONOMY SIDE WALL REGISTER 


The operation is simple and the most efficient we have ever seen. 
It never gets out of order and is unusually attractive and durable. 
Easy to install and the price is right. 


ACME PIPE AND FITTINGS 


Here’s a double-wall pipe that not only fits easily, but stays together 
accurately and tight. Try some on your next job and notice their 
strength and perfect construction. 


; THE ACME DAMPER CLIP 
A damper clip that makes a damper a minute—rod and all. It fits 
all size dampers—grips the damper on both sides and in the middle. 
For free sample write TODAY. 


You should have our new catalog ‘‘B”’ 
for ready reference. Let us send it NOW. 


CARR SUPPLY CO. 


414 N. Dearborn Street CHICAGO, ILL. 
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WALWORTH 


Double Grating 


_— Duplex Grating is by far the most 
popular pipeless grating on the market. 
Thousands of installers are using it exclusively 
because it is a high quality grating—it satisfies 
and sells at a reasonable price. 


The Walworth Double Grating can be had in 
any of seven standard sizes from 22x24 to 45x45. 





Plain Lattice Design 
Strong — Neat — Durable 


Made by the makers of 
Walworth Semi-Steel Registers, Venti- , ’ 
lators, Borders, Side -Wall and Base Write today for complete catalog and price list. 


Board, Registers and Furnace Casing Rings 


The Walworth Run Foundry Company 


West 27th Street and N. Y. C. & St. L. R. R. Cleveland, Ohio 


HART MFG. CO., Louisville, Ky. 
Southern Distributors 


We carry immense stocks at all times and can 
fill your orders for any quantity promptly. 




















Direct Draft Damper Rod One Piece Cast Dome 


THE NEW 


FLORAL CITY FURNACE 


T= New Floral City Furnace is now ready 
for distribution and we invite your 

inquiries. 

Note the large fire chambers and immense 

direct fire surface. 

A heavy all cast furnace of the highest quality. 

Has slotted fire pot, large double fire door 

and will burn any kind of fuel. 

A powerful, durable and economical heater. 


Write for our new prices 
Our agency will prove profitable to you 


THE MONROE FOUNDRY & FURNACE CO. 
MONROE, MICH. 

















The latest news about the Warm Air Heating Industry is 
to be found in this Journal every week. 


This is the only trade Journal covering this field published every week. 
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A register that has 
no spring operation 


ONTINUAL change of tem- 

perature and constant use 
take the “spring” and life from 
any spring and the result is a 
register that fails to work. 


The Stearns Steel Register has 
an entirely new and exclusive op- 
erating device—notice this val- 
uable Stearns feature from the 
illustration above. 


Cam Locking and 
Ratchet Opening Lever 


This is the only operating device 

which makes a registerstay open 
and absolutely locks it tight and 
leak proof. 


Nothing to wear out or become 
weak—it will last a lifetime. 


tearns Registers are made of 
strong, tough steel—every one 
guaranteed against breakage. 


Use Stearns Steel Registers next 
time and notice the quality and 
finish they put to the job. 


Your name and address on the back of a 
post-card addressed to us will bring you 
complete catalog and price list at once. 


‘Stearns Register Co. 
617 East Fort Street 
Detroit, Mich. 






































Notice the 

construc-: 
tion of the.: 
radiator: 
and com-: 
bustion: 


chamber. 


This fea- = 
ture means = 
more radi- : 
ating sur- : 
face and: 
full heating : 
value from 
all fuel 
burned. 


BOOMER 


furnaces have been successfully made and sold for over 36 years. _ They have other 
good features that help dealers make sales. BOOMER DEALERS get real co- 
operation from us. Write today for our latest catalog and let us tell 


you allabout it. 


_ THEHESS-SNYDER COMPANY Massillon, Ohio 


pecensnetncuianenenat 














H«C 
Wrought 
Steel Products 


of Quality 


Pinched-Up -Fret- 
work Floor Regis- 
ter No. 200 um 


To the Jobber: 
Increase Your Sales 


by handling this new pinched-up-fretwork. It 
should appeal to the installer because it really 
saves him from 1214% to 49% on his invest- 
ment. Why? 








Installers Save Money 


because “H&C” 10x12 Pinched-Up-Fretwork Floor 
Registers have the same free air capacity (83 sq. in.) 
as 12x14 Floor Registers of other makes. Install an 
“H &C” 10x12 (list price $2.40) where formerly you 
have used a 12x14 (list price $4.35) of other makes and 
save $1.90, or 45%. 


Write us for information today. 


The Hart & Cooley Co., Inc. 


New Britain, Conn. 
New York Chicago Philadelphia 
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What Would You 
Have Said? 








‘The consciousness 


Yesterday, I bought a pair of low shoes 
that reminded me of some floor register 
bodies. 


Couldn’t find my shoe horn, and by the 
time I had wiggled and jammed my feet 
into the blasted things, the skin was 
blame near off my heels. 


of work well done 
and the assurance 


i. 

i. 

s 

. 

- 

*s 

*y 

: 

It gave me an idea. An idea not for us, 

a but for the other fellow. Why not make 
a register horn to help square bodied 

registers fit into place? 

. 

By 

. 

ry 

*, 
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ry 
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of no ‘‘comebacks’’ 





Of course, we wouldn’t have any use 
for them, because all our bodies have 
beveled sides, that make them slip into 
place, as easy as butter melts on a hot 
cake. 


is yours when 
you use 


HANDY PIPE 


I was just sorry for you fellows, who 
sometimes have to tussle with the 
straight sided bodies. 


Drop me a line, and I’ll gladly send you 
further information about our beveled 
bodied registers. 





on all your in- 
stallation jobs. 





Three-sixteenths of an inch doesn’t seem much 
of a bevel on the body of a register, but when 


you multiply it by its four sides, youh ve twelve- 
sixteenths, which is a full three-quarters of an inch. 


WULLULUEL EDEN DIENT 


F. MEYER & BRO. CO. | 


PEORIA ILLINOIS 


TUTTLE & BAILEY MFG. Co. 


Established 1846 


36 Portland St. 2 W. 45th St. 1123-29 W. 37th St. 
BOSTON NEW YORK CHICAGO 


WANNA EAEAINNN 


See ee ee ee ee 
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Wei r Steel 


GAs AND P-Ot Furnace 


A conceded topnotch product in any line—as the 
Weir is in the furnace business — gets favorably 
talked about and sells itself time after time. 


The good quality, features of construction and service 
rendered are things about which people naturally will 
tell their friends. 


Dealers who have growing furnace business pay attention to this 
often overlooked selling asset. 


The Weir organization backs up this big Weir advantage for 
Weir dealers by a most practical and extensive dealer help 
campaign. 


Let us send you a sample of each of these dealer helps and a 
general booklet of description—you’ll find them interesting. 


Ghe MEYER FURNACE CO. 


PEORIA ILLINOIS 
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It seems strange that in this day and age 
it should be necessary to “sell” an organiza- 
tion to any man whose interests that organi- 
zation serves. 

But the fact remains that there are men— 
in all lines of business and in all branches of 
industry, profession and commerce — who 
imagine that they can progress faster and 
accomplish their aims quicker and with less 
effort, by fighting their battles single handed. 


The National Retail Hardware Association, 
with its affiliated state organizations, is 
among the best exponents of what properly 
organized and operated business men’s associ- 
ations can accomplish, and the reason for its 
splendid growth and strength is found in the 
very fact that it actually renders a very effi- 
cient service to its members. 

The fact that occasionally, through the 
mistaken zeal of some official or employee of 
the organization things have been done which 
did not reflect credit upon the body as a 
whole or which did not prove beneficial to the 
members in general, does in no way detract 
from the great results which that fine organi- 
zation has produced for its members. 

Many a hardware dealer is today a better 
merchant because of the service rendered by 
a state secretary or a field man. 

Many a member is in business today and 
prospering for no other reason that that he 
obtained the proper assistance from somebody 
in the state or national association. 

In view of these facts, it seems strange 
that hardware dealers should be so short- 


CHICAGO, JUNE 24, 1922. 


WHY IS AN ORGANIZATION? 


$2.00 Per Year 


sighted as to let their membership lapse, but 
such things do happen. 


Probably one of the reasons for such lapses 
may be found in the circumstance that such 
former members were not really active. 
You never receive much benefit from being 
a member of an organization unless you do 
some real work in that body—be it a lodge, 
a society, a church, or a business man’s asso- 
ciation. 

And it makes no difference whether you 
be a big merchant or whether your sales run 
less than $10,000.00 a year—if you work in 
the organization your activity will always 
yield big returns. 

Ask President Healey, Mathias Ludlow, 
M. D. Hussie, Gus Albrecht, C. H. Casey— 
ask any one of the active members of the va- 
rious state associations: 

Every one of them will tell you that he has 
received benefits in dollars and cents far more 
than he has ever paid in dues. 

The National Retail Hardware Association 
has grown from a very small beginning, has 
gone through hard struggles, but has sur- 
vived and stands today as a monument to the 
men whose vision was broad enough to see 
what could be accomplished by concerted 
action directed along lines of modern mer- 
chandising and guided by wise counsel. 

To the new officers of the National Hard- 
ware Association, American Artisan and 
Hardware Record extends its most cordial 
wishes for continued progress and offers its 
sincere cooperation. 
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Random Notes and Sketches. 


By Sidney Arnold 

















T IS easy to be philosophical 

where someone else is concerned, 
declares Charles E. Strong, presi- 
dent Hyfield Manufacturing Com- 
pany, New York City. 

He quotes an extreme case, as fol- 
lows: 

One day Mrs. Perkins rushed 
into her husband’s presence in a 
state of wild excitement and ex- 
claimed : 

“Oh, Fred, Hilda made a mistake 
and tried to start the kitchen fire 
with gasolene!” 

“Gasolene, eh?’ calmly replied 
Fred. “Did she get it started?” 

“Did she get it started?’’ echoed 
the agonized Mrs. Perkins. “It 
blew her right out the kitchen win- 
dow.” 

“Oh, well, that’s all right,” re- 
torted the philosophic Mr. Perkins. 
“It was her afternoon out, any- 
way.” 

. ¢-e 

F. M. Farber of Marshalltown 
Manufacturing Company, Marshall- 
town, Iowa, overheard this amus- 
ing dialogue in a small town the 
other day. 

“Beg pardon, sir, but could you 
tell me if there is a man living in 
this hotel with one eye named John 
Hardy ?” 

“Maybe I could help you out 
Do you know the name of his other 
eye?” 

* * * 

In one particular, automobile 
scorchers resemble hogs, says Gus 
Ruhling of the sales office of 
Vaughan & Bushnell Manufactur- 
ing Company, Chicago, Illinois. 

“They have to be killed before 
they can be cured,” he explains. 

ok * * 

Talking about favorable testi- 
mony, Allen W. Williams, secretary 
National Warm Air Heating and 
Ventilating Association, Columbus, 
Ohio, narrates this example: 

A dusky youth from Memphis 
was witness for a railroad company 


in a suit over the killing of another 
negro by a train, the stand of the 
company being an attempt to prove 
that the dead man was in bad health 
anyway, so that the amount of dam- 
ages might be lowered. 

The witness liked the job of tes- 
tifying and, when asked to describe 
the state of health of the other, re- 
plied : 

“Dat boy was de feebles’ boy Ah 
ever did see. Why, he was so fee- 
ble dat if he hadn’t been run over 
by dat train he was jes’ nacherly 
boun’ to die at leas’ two days pre- 
vious. Yassuh, he sho’ was a sick- 
ly boy.” 

ae * 2K 

J. W. Robb, secretary Clinton 
Furnace Stove Company, Clinton, 
Indiana, sends me the following: 

It was the small boy’s first long 
tour and he had watched with great- 
est interest while his father over- 
hauled the car and strapped the ex- 
tra tires on the rear. 

They had just crossed into Mis- 
souri when they passed a farmer 
who had three mules hitched on be- 
hind his wagon and the boy ex- 
claimed : 

“Say, Dad, I bet he’s goin’ to the 
Yellowstone, carrying 
three spares.” 

* * x 


too—he’s 


A new version of the old proverb 
that silence is golden is given by 
M. E. Ledlie, sales manager for the 
Detroit Vapor Stove Company, De- 
troit, Michigan, in the following 
tale: 

A Scotsman wanted to treat him- 
self and his wife to an advertised 
trip of ten minutes in the air for 
ten dollars, and offered the aviator 
five dollars for the ten minute ride. 

“T’ll tell you what I’ll do,” the 
aviator said. “I'll take you and 
your wife up for ten minutes, and 
if from the time we start till the 
time we land neither you nor your 
wife make a sound, I'll charge you 
only five dollars.” 


AND HARDWARE 
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The Scotsman and his wife agreed 
to it and the trip began. 


Almost immediately after leay- 
ing the ground, the aviator began 
to do many alarming stunts. When 
the plane was high enough in the 
air, he looped the loop, did the fall- 
ing leaf and in fact tried every dif- 
ficult feat imaginable to make his 
passengers protest ; but there wasn’t 
a peep out of the Scotsman or his 
wife. 

At last the aviator descended to 
the ground and when he stopped the 
engine, the Scotsman tapped him on 
the shoulder. 

“Can I speak now?” the Scots- 
man asked. 

“Sure you can,” the aviator re- 
plied. 

“A-weel, I wad like to tell you,” 
the Scotsman said, “That the gude 
woman fell out five minutes ago.” 

ok * ok 

Unconscious humor is often the 
most amusing, declares L. K. Wynn 
of the Black Silk Stove Polish 
Works, Sterling, Illinois. 

He quotes an instance of it, as 
follows: 

Judge: “What had the defen- 
dant been drinking when you ar- 
rested him?” 

Cop: “Whisky, I think, Your 
Honor.” 

Judge: “You think? You 
think? Aren’t you a judge?” 

Cop:. “No, Your Honor, only a 
patrolman.” 

x * x 
Today Is Mine. 


Today is mine! 

To do, to feel, 

To grow. 

To steel myself 

’Gainst a tomorrow 

Of which, only have I vision. 

Today is mine! 

To work, 

Nor dream, 

Today is real 

And vital to my soul. 

Tomorrow I may sleep— 

And awake 

Amidst the stars— 

The stars so far away. 

Today is mine! 

To realize 

The joy of living 

Beauty, love, 

The bliss of creating, 

The holiness of worship 

To grow one spiritual inch 

Today, for tomorrow! 
—Carlotta Bonheur Stearns. 
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The Latest News About Stoves and Ranges 


Items and Discussions of Interest to the Manufacturer and 
Retailer of Kitchen Ranges, Heating Stoves and Accessories. 


Give Service After You Have 
Sold a Gas Range. 


The helps you should give on 
service after you have sold a gas 
range are set forth by the Ameri- 
can Gas Association, as follows: 

After a gas appliance has been 
sold, the next step is to see that it 
is properly installed and adjusted. 

Gas men must realize that no ap- 
pliance is fool proof or dirt proof. 

The more automatic an appliance, 
the more necessary it is to give it 


expert attention when anything 
goes wrong. 
No manufacturer can make a 


product which never needs atten- 
tion, and the gas company must 
keep the appliance working prop- 
erly. 

Every gas appliance made is de- 
signed to give certain specific re- 
sults, under proper conditions. 

The salesman promises to do cer- 
tain things for the purchaser. 

When he has sold a range he has 
not sold so many pounds of sheet 
iron and cast iron and enameled 
iron, 

He has sold an instrument to boil 
or roast, or broil in a satisfactory 
manner to the user. 

Unless this stove is_ installed 
properly, and adjusted properly, it 
can not do what has been promised 
by the salesman, nor what it was 
designed to do by the manufacturer. 

An analysis should be made as to 
cost of connecting appliances by the 
company and outside agencies. 

Many times it will be found that 
it is actually costing gas companies 
more to connect appliances, hiring 
mechanics at $2.50 to $3.00 a day, 
than they could have the work done 
outside, under contract, by concerns 
employing real mechanics at $8.00 
a day. 

If the work is done by the com- 
pany itself, there should be at least 
one trained inspector, responsible 
directly to the sales manager. 


No new appliance should be of- 
fered for sale until this inspector 
has had a chance thoroughly to 
study and adjust it. 

In small situations, this man may 
be the foreman as well, but under 
all circumstances, there should be 
one man responsible for every in- 
stallation. 


In several large situations it has 
been found most satisfactory to 
have all installations made by an 
outside contractor. 

On apparatus, Auto- 
matic Water Heater, where the suc- 
cessful operation is dependent upon 
location of heater, conditions of 
water and gas supply and flue, the 
inspector should in every case call 
and lay out the work, placing the 
heater where it should go. 


such as 


After the installation is made, 
whether by gas company men, or 
outside contractor, inspection 
should be made, the apparatus prop- 
erly adjusted, and a thorough un- 
derstanding had with the owner to 
see that it is rendering the service 
which he was led to expect he would 
receive. 

Any manufacturer will tell you 
of many complaints which he has 
to attend, where the fault is wholly 
due to the fact that the householder 
was expecting more than could be 
performed, and needed only a prop- 
er explanation. 

All minor defects should be im- 
mediately corrected. 

Small water leaks or gas leaks, 
a broken handle, dented or poorly 
fitting parts, should all be taken 
care of before the customer even 
knows they exist. 

In other words—every appliance 
sold should be installed, and ad- 
justed properly, to the entire satis- 
faction of the customer, and it 
should be the duty of sales manag- 
ers to see that it is done. 

After an appliance has been sold, 


and properly installed and adjusted, 


it is very important that the cus- 
tomer be instructed in its proper 
use. 

With many classes of merchan- 
dise the inspector will do this when 
he makes his final inspection and 
adjustment. 

For gas however, an 
actual cooking demonstration is of 
great value. 

Every new installation of a range 
should be followed with an actual 


ranges, 


demonstration in the home. 


Such a department can be made 
self-supporting. The confidence of 
the customer is secured and oppor- 
tunities for the sale of other appli- 
ances present themselves, which en- 
ables the sales department to make 
other sales and cash in on the good 
will established. 

Cooperation with 
schools, high schools and other edu- 


vocational 


cational agencies for the teaching of 
cooking is of the utmost import- 
ance, and the employment of an ex- 
perienced woman demonstrator 
will be found a help to the sales 
department, which will greatly in- 


crease sales. 





Patent Rights Are Granted 
for Cooking Stove. 


Under number 1,413,781, United 
States patent rights have been 
granted to Alfred J. Reedy, Battle 
Creek, Michigan, for the cooking 
stove illustrated and described here- 
with. 

The combination in a cooking 
stove including a fire pot and a top 
flue and lids over said fire pot and 
chamber, of a vertical smoke flue at 
the rear into which said top flue 
opens, a vertically disposed baffle in 
front of the lower end of said 
smoke flue extending forwardly 
into said top flue providing a direct 
passage from said fire pot to said 
smoke flue and a passage around 
said baffle, a damper for the direct 
passage, an oven supported in an 
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elevated position and provided with 
a surrounding heating flue with a 
discharge at the top, said oven be- 
ing offset rearwardly over said 
smoke flue which has a direct de- 
livery connection to its said heating 
flue, a smoke flue by-pass disposed 





at the rear of said oven, a damper 
common to said oven heating and 
by-pass flues adapted to close one 
as the other is opened and vice 
versa, and operating connections 
for said dampers arranged so that 
when the baffle damper is open the 
oven heating flue is opened and vice 


versa, 





Pioneer St. Louis Stove 
Manufacturer Passes on. 


The death of Elimar H. Stock- 
strom, which occurred June 17th, 
at the age of 74 years marks the 
passing of one of the old pioneer 
stove men, one that greatly assisted 
in building up the stove industry of 
this country. 

Mr. Stockstrom was born in 
Germany, came over here in his 
early age and entered the employ 
of the Ringen Stove Company, then 


located on North Fourth Street, 
Saint Louis, Missouri. Through 


hard, diligent work he advanced to 
the position of Secretary and at the 
entrance of the Ringen Stove Com- 
pany into the American Stove Com- 
pany, he continued as Manager of 
the Ringen Stove Company Divi- 
sion, as well as Third Vice-president 
of the American Stove Company, 
which position he held until he re- 
tired from active service two years 
ago. 

Mr. Stockstrom was of a very 
unassuming nature, preferred to do 
his work in a quiet way and never 
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boasted about his achievements. 
Through his untiring efforts he as- 
sisted in developing a large num- 
ber of friends for the Company 
with which he was connected and 
in this way greatly increased the 
volume of business from year to 
year and it is due in a large meas- 
ure to his work that today the 
American Stove Company is ac- 
knowledged as the largest stove 
manufacturing concern of the coun- 
try. 

Mr. Stockstrom’s ‘death is 
mourned by his family and a large 
circle of friends. 





Advises Dealer to Analyze 
Business Monthly. 


It is recognized that a good credit 
job implies small losses and that a 
good collection job implies a quick 
turnover on the receivable invest- 
ment, says E. W. Shepard, chair- 
man Methods Executive Commit- 
tee, National Association of Credit 
Men. But unless credit men accom- 
plish these results and retain the 
good will of customers their meth- 
ods are wrong. 

Credit methods must be 
structive—never destructive. 
phasis should be placed on the con- 
structive and broader phases of 
credit work. 


con- 
Em- 





Phrases such as “Analyzing Cred- 
its and Helping Him Pay” should 
be substituted for “Turning Him 
Down” and “Making Him Pay.” 
The term “credit checking’ should 
be changed to “credit analysis.” 

We have seen evidence, during 
the past few years, that some credit 
men thinking and acting along 
broad constructive lines have been 
highly regarded in their own organ- 
izations. ‘These men are credit an- 
alysts. 

The mortality rate among retail- 
ers for the past year has_ been 
greater than ever before. If credit 
men measure up to their responsi- 
bilities they must locate the causes 
of failure and apply the remedies. 

The most important step in the 
solution of this problem is the edu- 
cation of business men as to the 
value of a monthly analysis to de- 
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termine in what direction the busi- 
ness is going, and find the remedy 
if one is needed. 

The value of the trade acceptance 
has been proved. It is just as log- 
ical for the business house to ob- 
tain negotiable paper when loaning 
merchandise as it is for the bank 
to obtain it when loaning money. 

As abuses of the trade acceptance 
arise mainly through ignorance, our 
efforts should be directed to correct- 
ing those abuses wherever and 
whenever they take place, instead 
of abolishing an economical instru- 
ment. 

In some industries there is still 
evidence of unjust cancellations. 
This abuse requires individual treat- 
ment and it should be the function 
of every credit man to take a strong 
stand in the elimination of the 
abuse. The Central Credit Inter- 
change Bureau of the National As- 
sociation of Credit Men is cooper- 
ating at present in the solution of 
this problem. 

Whether or not the customer is 
entitled to credit should be a minor 
consideration: the major problem 
of the credit manager is to deter- 
mine how much credit to give him. 

Character of course is fundamen- 
tal; but the discovery and develop- 
ment of capacity is the interesting 
part of credit work. 

Progress in the development of 
capacity will result in smaller losses. 
But no real progress will be made 
until the customer is convinced of 
the necessity, value and use of a 
monthly analysis. 

Closer cooperation and _ better 
methods are vital to the solution of 
credit problems. But progress in 
the past leads us to hope that we 
may look forward to the time when 
it will be considered an indictment 
against the judgment and ability of 
the credit man if an honest cus- 
tomer fails to survive. 





It is the soft answer“that is turn- 
ing the purchaser’s mind away from 
thoughts of original price to 
thoughts of value. It is teaching 
the buyer to get a comprehensive 
perspective of what makes up the 
true cost of any article. 

















17 


Twenty-third Annual Congress of the National Retail 
Hardware Association Gives Full Value to Delegates. 


Gift=> 
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HE twenty-third annual con- 

gress of the National Retail 
Hardware Association was called to 
order promptly at 9:30 a. m., Tues- 
day, June 20th, in the great assembly 
hall of Hotel Sherman, Chicago, by 
President E. M. Healey, Dubuque, 
lowa, and after the singing of 
“America,” Treasurer William 
Moore, Detroit, Michigan, pro- 
nounced the invocation. 


This was followed by the roll 
call, all visiting hardware mer- 
chants being counted as delegates. 
The call was enlivened by songs of 
various delegations, such as lowa, 
Michigan, Minnesota, Nebraska, 
and others. 


The first address was delivered by 
Ralph B. Wilson, Director of Serv- 
ice of Babson’s Statistical Organi- 
zation, Wellesley Hills, Massachu- 
setts. 


Mr. Wilson showed how cycles invari- 
ably make themselves felt in business. 
To illustrate his point he had upon the 
stage a large chart in the form of a 
clock. He called it the “industrial clock” 
and its one hand pointed to six, directly 
opposite from twelve o'clock, the peak, 
financially speaking. This peak upon the 
chart was characterized -as prosperity, 
high money rates and increasing real 
estate prices. One o'clock was high 
wages and large producing costs; two 
o'clock, inefficiency, low bond prices, the 
first indication of a depression; three 
o'clock, dishonesty and low stock prices; 
four o'clock, crime wave and low com- 
modity prices; five o’clock, lack of con- 
fidence and general unemployment; six 
o'clock, consolidation of homes and de- 
clining real estate prices. 


Clock Becomes Optimistic. 

From then on the hour marks became 
more optomistic. Seven o’clock was in- 
creasing thrift and low labor costs ; eight 
o'clock, greater efficiency and high bond 
rates; nine o’clock, religious interest and 
high stock rates; ten o'clock, general 
huying resumed and increasing commod- 
ity prices; eleven o'clock, activity in all 
lines and general employment, and then 
the peak. 

The speaker went on to say: 


Inefficiency, the Warning. 

The first visible phenomena indicating 
the imminence of a depression is gen- 
eral inefficiency. With other factors 
eliminated, general inefficiency in the 
production, consumption and distribution 
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of wealth would of itself bring about a 
depression. 

When the factors of production at- 
tempt to get a greater share in the dis- 
tribution, without increasing the sum 
total of goods produced, the attempt is 
not only economically unjustifiable but 
impossible of attainment. Only that is 
distributed which is produced. Rent, in- 
terest, wages and profits can not be in- 
creased in toto unless production is in- 
creased paripassu. Inefficiency is the 
harbinger of dishonesty. Dishonesty be- 


gets crime, and crime a general lack of 





E. M. Healey, Retiring President. 


confidence. With a lack of confidence 
there is a cessation of buying and the 
demand for goods is thereby lessened. 
The lessening for the demand of goods 
creates general unemployment. When 
unemployment is general we are in the 
throes of a depression. 

Just as inefficiency was the first sign 
of an oncoming depression, similarly 
a certain change in the attitude of peo- 
ple is a sign of improvement in busi- 
ness. The first indication is to be 
found in the attitude of people toward 
saving. When people save a part of that 
which is produced, they create capital. 
Saving accumulates money in the banks. 
The banks’ loaning ability is thereby en- 
hanced. With enhancement of _ their 
loaning ability through accumulation of 
funds, the banks are not only able to 
loan, but to loan at a reduced rate. The 
reduced loaning rate induces business 
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men to borrow to increase plant and 
equipment. This in turn creates a de- 
mand for labor and improves employ- 
ment conditions. As more laborers are 
employed their purchasing power is in- 
creased. This increases a demand for 
goods and starts the wheels of prog- 
ress. As business improves, general 
confidence is restored, buying is resumed 
and eventually activities in all lines are 
the prevailing phenomena and our cycle 
is complete. 

A study of fundamental business 
movements has a_ two-fold purpose. 
First, to ascertain the causes, and sec- 
ond to enable business men in the suc- 
cessful conduct of their business 
through an understanding of the funda- 
mental business movements. The psy- 
chological causes of a depression are ex- 
travagance, inefficiency, dishonesty, im- 
morality and selfishness. The posi- 
tive factors making for prosperity are 
efficiency, honesty, thrift, morality, and 
service. When the latter group over- 
balances the former the foundation of 
better business is laid. When business 
men understand these factors and are 
able to ascertain times by the industrial 
clock a firmer foundation for prosper- 
ity in their business and in general busi- 
ness is established. 


President Healey then delivered 
his annual message from which the 
following is quoted: 


Extracts From President Healey’s 
Address. 


Our lines of association work and 
activities are constantly increasing, and 
we are proud of the many services 
we have and are giving our members. 
These services are being passed on to 
the individual members through the 
splendid cooperation of our National 
and the Affiliated Associations, work- 
ing and pulling together for the good 
of all. 

Expansion of Field Service. 

Such good results have been re- 
ported by the Associations having men 
in the field, that other Associations 
have asked to have trained men avail- 
able for this work. Acting on this re- 
quest the National held a Conference 
of Field Men at Argos last April to 
permit these men to get together, ex- 
change views and methods of work and 
also to train extra men for the use of 
Associations having no regular Field 
Man. 

Group Meetings. 

This departure in our Association 
work is, in my opinion, one of our most 
valuable services. It reaches the deal- 
er who is not interested enough in As- 
sociation work to attend his state con- 
vention and keeps up the interest of 
all our members. I suggest their ex- 
tension and urge those states not al- 
ready holding group meetings to plan 
them in their work this fall and winter. 
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Agricultural Commission. 


About December Ist, 1921, our Ex- 
ecutive Committee, which is composed 
of Mr. Ludlow, Mr. Casey, Mr. Sheets 
and myself, were called to Washington 
by the Joint Commission of Agricul- 
tural Inquiry and asked to prepare a 
list of 35 staple articles in the hard- 
ware line, so that dependable informa- 
tion might be gathered as to price mar- 
gins and operating costs from 1913 to 
1921. This questionnaire was sent to 
a selected list of dealers all over the 
United States, with the request that it 
be immediately answered and returned. 

The answering of this questionnaire 
meant a great deal of trouble and work 
to our members, as it came at the busy 
season when many were inventorying, 
but they did their part most creditably. 
Later our National office was swamped 
with work tabulating the returns, as 
the questionnaires were sent to us in 
the midst of our mid-winter conven- 
tions. 

We spent much in time and money 
in this work, but I consider it one of 
the best investments the National As- 
sociation has ever made. We _ have 
played an important part in preparing 
a document that will do much to dis- 
pel the feeling of consumers that re- 
tailers are exacting exorbitant prof- 
its for the services they render. The 
report of the Commission is really a 
textbook on distribution, and will be 
-of inestimable value in answering 
critics of distribution methods in the 
future. 

Department of Commerce. 

The Department of Commerce under 
Secretary Hoover, is endeavoring to 
serve American business by working 
out a plan of simplification and stand- 
ardization in various lines, thus carry- 
ing on the work-so ably started dur- 
ing the recent war. 

This is another departure that has 
put a lot of extra work upon our 
Argos force, but when the preliminary 
studies of certain lines are completed 
the tabulations will likely show an as- 
tonishing amount of non-essential du- 
plication in numbers, sizes and finish. 
Advises Against Program Advertising. 

The solicitation of advertising for 
publications .by affiliated associations 
should be avoided, for the reason, that 
such duplication of solicitation tends to 
prejudice advertisers against associa- 
tion publications and to make them feel 
the purchase of space is more in the 
nature of a donation than the business 
investment it ought to be. 

The National Association has  pur- 
posely refrained from entering other 
fields of possible revenue already cul- 
tivated by State organizations, such 
as the sale of exhibit space. In the 
interest of Association prestige and 
progress I am firmly convinced affii- 
ated associations should take a similar- 
ly constructive attitude in respect to 
advertising. 

What we need more than anything 
else is to win back the confidence of 
the buying public, especially the farm- 
er. It has been proven that the aver- 
age net return for the farmer the past 
year has been less than 4% on his in- 
vestment. To show the farmer he has 
not been the only loser, cite the re- 
sult of the Agricultural Commission 
Questionnaire which shows the average 
profit of the retail hardware dealer the 
past six years has been about 5% cents 
of the consumer’s dollar and that the 
year 1921 showed an average loss of 
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8-2/10 mills on each consumer dollar. 
The report of this Commission will do 
more to clear up the exact standing of 
the merchant than any other agency, 
and we should take advantage of every 
opportunity to tell the public just what 
profits we have been taking to show 
they have not been exorbitant. 


Secretary-Treasurer Herbert P. 
Sheets did not read his report, as 
it was in printed form and had been 
distributed to the delegates. The 
following are some of the important 
points of his report: 


High Spots In Secretary-Treasurer 
Sheet’s Report. 

Of the 34 organizations now affli- 
ated in the National, 20 made appreci- 
able gains in membership, one has ex- 
actly the same as a year ago, and 12 
show losses. Idaho is the youngest 
member, having joined the National im- 
mediately after its reorganization last 
winter. 

Pennsylvania & Atlantic Seaboard 
continues the lead taken last year, with 





Courtesy of Sweet, Minneapolis. 


C. H. Casey, Newly Elected 
President. 


a present membership of 1,930. Mich- 
igan follows with 1,517; Illinois with 
1,448; Ohio with 1,295; Minnesota with 
1,288; and Wisconsin with 1,276. 

Our present membership is 20,642, 
which measures a gain of 1,017 over 
last year. 

Cost of Doing Business. 

The Store Management Service re- 
cently completed a study of the oper- 
ating expenses of hardware - merchants 
for 1921. These figures show an aver- 
age of 21.53% for 341 stores, an in- 
crease of 442% over 1520. While the 
number of dealers reporting is not suf- 
ficiently large to accept these figures 
as conclusively indicating the average 
for the entire country, it is undoubted- 
ly true that they are the most author- 
itative so far compiled. 

Field Service. 

The National Association is now do- 
ing little direct field work, but is giving 
the affiliated organizations all feasible 
assistance, including special equipment 
for the field men, to make’ this branch 
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of association service what it should 
be. 

Nine men employed by state associ- 
ations are now devoting their time to 
personal service in the field; taking to 
the stores of members all forms of 
service which the association is pre- 
pared to render and maintaining such 
close contact with and knowledge of 
the merchant’s problems as will enable 
the association to work along lines most 
helpful to the membership. Many of 
the secretaries are also devoting a larg- 
er portion of their time to this par- 
ticular work. 


After appointment of 
committees the session adjourned 
until 2 p. m. 

In the afternoon session, Charles 
Henry Mackintosh, former Presi- 
dent of the Associated Advertising 
Clubs of the World, spoke on “Bet- 


ter Business.” 
Excerpts From Address By Charles 
Henry Mackintosh. 


I hike to compare the process of dis- 
tribution to the creation of a vast pipe- 
line leading from a great tank into 
which the producer pours his manu- 
factured article. The first link in the 
pipe line of distribution is the merchan- 
dise broker. Then there is a_ point 
of transportation, carrying on to the sec- 
ond link, the wholesale house. Another 
joint of transportation carries that link 
on to the great jobbing house, and again 
there is a joint of transportation which 
carries on to the last link in the pipe 
line, which is the retailer. 

Now any manufacturer who _ thinks 
that he has made a sale because he has 
moved his merchandise out of this tank 
along to one or the other links of that 
pipe is making a great mistake. 

The only sale that really counts is a 
sale made to the person who will wear 
the stuff out or eat it or in some way 
render the reproduction of that mer- 
chandise necessary. The merchandise 
must pass clear out through the end 
of the pipe before the sale has really 
been, completely made. At the end of 
the last link in this pipe of distribution, 
we have a tap, and through that tap, 
ninety-odd per cent of all merchandise 
sold in America must pass and does pass 
into the hands of the ultimate consum- 
er. That tap is the retail sales per- 
son behind the counter. 

Experiments made recently have 
shown us (in the case of our experi- 
ments at least) that this tap is just 45 
per cent open today; that fifty-five out 
of 100 sales made by advertising are 
killed by salespeople. Advertising sel- 
dom sells goods. Advertising does not 
sell goods except in the case of the 
great mail order houses, perhaps, and 
other companies that deal directly with 
the customer. All that advertising may 
do for most of us is to bring customers 
into stores where salespeople may either 
sell them goods or kill the sale, as they 
did in 55 per cent of the cases of our 
test. 

Advertising is simply an attempt to 
describe merchandise so people will 
come into stores and see if the goods 
square with the descriptions. 

Any person who tries to sell by mis- 
representing merchandise in advertising 
is tearing down with his own hand the 
only structure upon which success in 
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merchandising may be based and that is 
the good will of the customer. 

Now a retailer may say, “How can 
I build advertising into an article?” 
Of course the retailer can not build ad- 
vertising into the article but he can pick 
articles into which advertising has been 
built. 

Customers Buy Articles, Retailers Sell 
Functions. 

It is done through looking at the ar- 
ticle through the eyes of the prospec- 
tive customer. And we must remember 
clearly that we can’t sell the article. 
Customers come in and buy articles but 
we never sell articles. We sell the use 
to which the article will be put. Twen- 
ty years ago Mr. Simmons of the Sim- 
mons Hardware Company said to the 
salesmen in hardware stores: “Don’t try 
to sell augers; sell the customer holes 
and he will have to buy an auger to 
make them.” The samé thing is true 
of everything that you and I try to 
sell. 

It isn’t what you put into a sales 
talk or into your advertising copy that 
gets results; its what the customer takes 
out of it. And what the customer gets 
out of your copy doesn’t depend upon 
your education but on his, so if you put 
anything into the copy or sales talk that 
is ahove the intelligence of the fourth 
grade of grammar school, you are aim- 
ing your weapons at only 6 per cent of 
your prospects. 

If you, the retail merchants of 
America, are interested in training clerks 
to become salespeople, I assure you from 
the experience of hundreds of other 
retailers, that this short course which 
the Associated Advertising Clubs of the 
World have brought together and placed 
in the hands of their local Advertising 
Clubs in order to speed up business will 
accomplish the result. Today we must 
speed up business, and it is the func- 
tion of an Advertising Club to do that 
very thing. Advertising Clubs exist for 
the practical purpose of studying and 
applying to that condition better busi- 
ness methods. If you are not now a 
member, get in touch with the offices 
of your local club and let them share 
the results and then work for you. 


The financial report was then 
read by Vice-President C. H. Casey, 
Jordan, Minnesota, after which an 
hour was devoted to a_ pictorial 
story of the activities of the Na- 
tional headquarters at Argos, In- 
diana. 

Hugh F. McKnight led the dis- 
cussion on “The Merchant’s Func- 
tion” in a very interesting manner. 
The following paragraphs are from 
his address: 

The Merchant’s Function. 


_My_ subject, The Merchant’s Func- 
tion, is a very broad one, touching on 
the very fundamentals of merchandis- 
ing. The attitude which we as _ hard- 
ware merchants take regarding our own 
particular function, depends greatly 
upon our answer to the following ques- 
tions : 

Question: Shall we accept the prin- 
ciple that the true function of the retail 
hardware merchant is to act as the pur- 
chasing agent of his community, by: 

(1) Purchasing and warehousing 


AMERICAN 


ARTISAN AND HARDWARE 


merchandise in right varieties and quan- 
tities, to be available to customers as and 
when wanted? 

(2) Serving customers at no great- 
er cost than similar merchandise and 
service can be supplied by other distribu- 
tive channels, by: 

(a) Goods regularly stocked for in- 
spection and immediate delivery? 

(b) Assisting groups of customers to 
buy merchandise which can be most 
economically handled in this way, re- 
ducing prices in such instances in pro- 
portion to the reduced service? 

(3) Recognizing at all times the pub- 
lic’s right to demand efficient and eco- 
nomical service and striving to keep his 
operating expenses at a minimum? 

To my way of thinking, there is but 
one answer. I am sure that you will 
all agree with me, that we do accept 
the principles laid down in the question 
and its subdivisions. However, there 
are many things to take into considera- 
tion. The simple answer “yes,” with no 
explanation or discussion, means but 
little. 

Keep up your regular stock in season- 
able and standard lines, but tke more 
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times you buy the more often you turn 
your money, consequently the more profi- 
it at the closing of your year. By way 
of caution, do not buy too small or 
closely as regards quantity, for then you 
will lose sales and miss the profit. The 
average buyer of today wants service, 
“He wants what he wants when he 
wants it.” 

Always have two or more sources of 
supply for all goods, thereby having 
a comparison of prices and if you please, 
competition for your purchases. 

Have all your goods sampled in a 
handy and convenient manner and mark 
each with prices. We try to tell our 
people in our store meetings we do not 
sell hardware but service and I will 
tell my hearers the same thing—give a 
man or woman service and they will al- 
ways remember you for service. 


In the recent past most of you will 
agree with me, that the number of 
salesmen calling on you take up an 
enormous amount of time. However we 
must give each an audience and in doing 
so, it is not necessarily courtesy you are 
giving each salesman, but they are the 
best friends a buyer can have for each 
man has spent money and time to get 
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to your place of business and the house 
he represents, be it large or small, should 
have consideration under every condi- 
tion. 

Expensive to Break In New Men. 

Rarely do you employ a man who can 
immediately adapt himself to a new 
store surroundings and the man he suc- 
ceeded knew your trade, whereas your 
new man also has that to learn, and 
time only can acquaint a new man with 
your trade. It is with much satisfac- 
tion that I can go over our pay roll and 
note the length of time some of our men 
have been with us. Do not overlook 
the fact that the traveling salesmen 
who call on you take note of that, and 
certainly we all like to deal in a place 
where we can go in, receive a friendly 
greeting and be called by name and 


.so do our trade when they come into 


our stores. 

Do not overlook the fact that a dis- 
satisfied customer usually tells his 
friends and neighbors of his treatment 
at the hands of the dealer and bad news 
travels quickly and the farther it travels 
the more exaggerated it becomes, with 
consequent detriment to the dealer. 


Wednesday’s Sessions. 
At the Wednesday forenoon ses- 


sion John B. Foley, the efficient 


Secretary of the New York State 

Association, outlined some of the 

activities by which the state organ- 

izations have helped their members: 

Extracts From Address By John B. 
Foley. 


It will be accepted without question, 
I believe, that no business man (at least 
no hardware merchant) expects much 
for nothing in this world. On the other 
hand, he expects and has a right to ex- 
pect a dollar of value for every dollar 
of his money he invests either in mer- 
chandise or in advertising or in any 
other incidental outlay of his cash. This 
is true of his trade association mem- 
bership, just as it is true of his mem- 
bership in his home chamber of com- 
merce, or home business association. 

Let us, therefore, briefly review what 
our hardware associations are doing to 
merit the sustained interests of their 
members. We will discuss this subject 
almost entirely from the standpoint of 
the state association, referring to our 
National organization only as the latter’s 
participation in our work touches that 
which we are doing in our state as- 
sociations. 

Merchandise Exchange Lists. 

Thirty-three associations are issuing 
regularly lists of items which are fur- 
nished by their members, on which these 
members are overstocked or wish to sell 
for other justifiable reasons. These 
lists contain frequently some real bar- 
gains—others are of no value because 
the merchant furnishing the information 
does not make his figures attractive. 
Very satisfactory results have been ob- 
tained in New York State through this 
publicity and I am informed by other 
secretaries that the same results obtain 
in their associations. 

Legal Help. 

This consists of authoritative informa- 
tion on matters of common laws, relat- 
ing to the operation of a business which 
are referred to the several offices by the 
membership. It is not the intention of 
any association to offer itself to a mer- 
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chant as a substitute for a lawyer in 
cases where important actions are in- 


volved. 
Freight Audit. 

This department has frequently saved 
many a member the cost of his mem- 
bership every year in overcharges re- 
covered from the transportation com- 
panies. The recovery of overcharges 
is of course its chief function, but the 
department can and has frequently giv- 
en valuable advice in the routing of ship- 
ments which has saved time and brought 
about economies in the transporting of 
merchandise. 

Collection Help. 

This service takes various forms in 
the several states. Two organizations 
have well equipped collection agencies 
operated by attorneys connected with 
their offices. The rest of us try as we 
are specially requested from time to 
time to exert pressure on delinquent 
debtors. I am informed that those as- 
sociations which actually cause collec- 
tions to be made are performing real 
service in behalf of their subscribers. 

Group Meetings and Field Service. 

The Group Meeting is a development 
of the idea that the results of conven- 
tions must be kept before our members, 
minds during the other fifty-one weeks 
of the year when the organizations are 
not in actual session; and furthermore 
that, inasmuch as practically all the in- 
dividual merchants, problems are local, 
the best way to solve these problems is 
to bring together the merchants of rea- 
sonably small territories and there thresh 
out ways and means of eliminating un- 
fair competition and to replace it with 
the understanding that cooperation and 
competition may well exist in the same 
communities—at least among hardware 
merchants. 

These meetings are of comparative- 
ly recent establishment; yet reports from 
those states in which they have been 
held, indicate that the merchants and 
frequently employes of these merchants 
attend them enthusiastically and derive 
actual benefits from their participation in 
them. 


One of the best—if indeed not 
the very best—papers presented was 
that of George W. Schroeder, of 
the Schroeder-Nielson Hardware 
Company, Eau Claire, Wisconsin, 


who spoke on “Merchandise Invest- 


ment.” 


Salient Points In George W. Schroed- 
er’s Address. 


Man, when measured by economic 
standards, is of value to his community 
only in the degree in which he has con- 
tributed to his fellowman, of his talent, 
time, energy and capital. He must be 
a producer in the truest sense of the 
word. To be truly successful, he must 
have devoted his talent and energy to the 
service of securing for others, a lesser 
burden in their pursuit of happiness. 

As retail hardware dealers, we are 
obliged to measure to this standard. We, 
too, will be measured by our community 
according to what we have produced, 
not in selfish rewards, but rather in 
services we have rendered. Hardware 
dealers together with all other retailers, 
are permitted to exist within a commun- 
ity by virtue of the confidence which 
the general public develops toward the 
conduct of eur business. 


Properly to study community needs 
along any particular line, it is necessary 
to be an active part in the community 
life. We must occasionally leave our 
office desk. While that may be the logi- 
cal place when acting in the capacity 
of buying, it is absolutely true that in 
an evenly balanced mercantile business, 
the science of buying is not alone the 
essential of success. Rapid stock turn, 
so much desired, is obtainable through 
two primary sources—correct buying 
and masterful selling. 

Lack of Stock Means Lost Sales. 


The greatest danger of pessimism lies 
in the factor of lost sales. While we 
fret and guard agains overstock, it 
is well to pause for a moment and re- 
duce to actual figures the cost to our 
business by loss of service to our com- 
munity in not having at least a sufficient 
stock on hand. There is nothing more 
demoralizing to a store organization 
than being out of staple goods. The con- 
structive efforts of .advertising are im- 
mediately jeopardized. Salespeople lose 
their enthusiasm. There is _ nothing 
more disheartening, nothing quicker to 
destroy a _ salesman’s _ self-confidence, 
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than the admission of being out of mer- 
chandise which the customer has every 
reasonable right to expect to find in a 
well-regulated hardware store. 

While so much is being said and writ- 
ten on the question of overbuying and of 
stock control, let us guard the pendu- 
lum from swinging too far, thereby de- 
feating our very purpose. Remember, 
the science of selling is not yet a lost 
art and many times comes to the rescue 
of the merchant who has dared to buy 
at least a reasonable stock. 

Analyze Your Lines and Turnover. 

Conditions today demand that the mer- 
chant be thoroughly familiar with the 
power of his stock turn and its ability 
to make him a profit. An analysis of es- 
pecially important lines is imperative to 
success. 

How can we get four stock turns 
where previously we only had one? The 
secret lies in maintaining a_ justified 
stock in such quantities as the mer- 
chant figures will sell to accomplish four 
complete turns. 

Permit me to cite our personal ex- 
perience. There was a time when we 
bought ranges in solid cars, made up of 
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about sixty ranges to each shipment. 
‘These we usually sold in a period of six 
to eight months. Our main purpose for 


- buying in car lots was to secure an ex- 


tra 5 per cent discount. The car of 
stoves cost us usually in the neighbor- 
hood of $3,000, and spread over a sell- 
ing period of six to eight months. We 
figured our carrying cost at 8 per cent. 

We now buy our ranges in lots of 
ten or twelve, which gives a stock turn 
of five times on the same basis of de- 
mand. It is evident that we have great- 
ly reduced the carrying cost. The differ- 
ence in money invested in ranges we 
have turned into other channels, add- 
ing different lines. From the standpoint 
of sales, we have found no shrinkage 
beyond that proportion of shrinkage 
which every merchant felt during the 
past year. 

Possibly the greatest hindrance to rap- 
id stock turn in the average hardware 
store lies in the duplication of lines. Re- 
cently while in conversation with a deal- 
er, I learned that he carried three stand- 
ard lines or ranges in his store; also, 
three high-grade paints. The only ar- 
gument advanced for the necessity of 
this duplication was that his trade called 
sometimes for one range, then for an- 
other; the same was true of the paint. 
During the conversation it developed 
that he was doing an annual business of 
$60,000 in the entire store. 

The matter of selling the average 
customer a range, a washing machine, 
a gallon of paint, or in fact any article 
of merchandise is largely a matter of 
educating the customer in the superior 
advantages of the article which you have 
for sale. By choosing of three lines 
the range which the dealer knows will 
give the best satisfaction, he can give 
his customer the benefit of a thorough 
study of this particular range.’ The 
salesman can specialize in the selling of 
one line of standard ranges. He be- 
comes enthusiastic in the fact that here 
is the best obtainable. He thoroughly 
learns the construction and the superior- 
ity of his range, and best of all, he is 
himself thoroughly sold. Thoroughly 
knowing a line is the first essential in 
salesmanship. 

How can these attributes maintain in 
the presence of a customer when a sales- 
man has three distinct lines standing 
side by side, any one of which must be 
held as good as the other or they have 
no business within the stock. Duplica- 
tion destroys individuality, dampens en- 
thusiasm, and _ seriously handicaps ° a 
salesman in lack of specilization. Dupli- 
cation does not tend to increase sales and 
when viewed from the angle of profit 
on money invested, it is questionable. 
The money required to carry a duplicate 
line could be used to far greater advan- 
tage in adding other distinct and profit- 
able lines. 


In the afternoon session Horatio 
S. Earle, President North Wayne 
Tool Company, Detroit, Michigan, 
gave a highly instructive and in- 
spiring address on Merchandizing, 
the title of his address being “Ber- 
ry Picking.” 

Horatio S. Earle On Berry Picking. 


I am president of four corporations 
and treasurer of another; I am not 
five hoops, I am the stick that keeps 
five hoops rolling. 

I drive my horse, I drive my car, I 
drive my businesses; so they are all in 
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high, and going as fast as the income 
tax and free trade laws permit. 

When a boy, I was poor and picked 
berries and sold them for money to 
buy my clothes with; one year I heard 
there were no berries in the Buswell 
pasture, but I didn’t believe it, so took 
my milk-pail and went to see and came 
home with a pail full. 

Many business institutions heard there 
were no business berries in the 1921 
field and stayed cooped up at home; but 
I sent -my boys out to see, and they 
came home with milk-pails full; and 
they are out now in the 1922 field, and 
are getting pails full; and the more 
there are that stay at home because they 
think there isn’t any business berries 
the better it is for us. 

Mr. Dealer, if you want a goodly in- 
come, a fine harvest, you must culti- 
vate the field where you do your pick- 


ing. 

I dislike the word Profit; I like to 
use in its stead the words—Pay for 
Service. 

If I were going into the retail hard- 
ware business I would have a sign under 
the sign “Earle & Company,” which 
would read “We have come here to ren- 
der service, and will do our very best 
to satisfy everybody.” 

What would I be doing? I would be 
cultivating the human berry bushes in 
my store field; and by this cultivation 
a fine crop of money-berries would be 
produced, a portion of which would 
come to Earle & Company for service. 

When I sold a man a little Giant 
scythe for two dollars that I paid one 
thirty-three for, instead of taking sixty- 
seven cents in profit, I would take sixty- 
seven cents for the service rendered in 
getting for him the best scythe on earth 
while he was planting corn or milking. 

Take the community into partnership, 
and consider every person in the com- 
munity a stockholder in your company, 
and you a stockholder in every institu- 
tion in the community from the largest 
industry to the smallest home. 

A pessimist sees no good in anything 
that is. 

The bees don’t steal their living, or 
sell at a profit, they collect pay for their 
services when they are doing the work 
ot pollenizing the fruit trees and vine 
flowers, which produce three times as 
much as they would if the bees did not 
render the service. 

They also collect three times as much 
as they need to live on through the 
winter, and give two-thirds of the 
honey-pay-for service to the owner of 
the tenement in which they live without 
a word about the high cost of living, 
profiteering or high rents. 

_And remember, each bee works for the 
colony, not for his own selfish self. 

There is another insect, industrious 
and intelligent, but was never known 
to work in an association or partner- 
ship with a brother insect; has been 
known to look over the hotel register 
to see what rooms were to be occupied, 
never works in the day time, always 
at night and under cover, he steals his 
living and poisons the ones he steals it 
from; you know that this individual 
insect is the bed bug. 

Now the retail hardware dealer that 
imitates the honey bee in doing good 
and collecting pay for services rendered 
to his community colony will be success- 
ful, but the bed bug kind of a dealer 
will not be, and eventually he will shut 
up shop and get a job with some de- 
partment store. 
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Men, Business Men, don’t you run 
down your competitors or their goods, 
let them do their own advertising, and 
just hang up a sign with your name on 
it, and underneath it, the ‘sign “All 
Other Dealers Keep Your Eyes On This 
Store and Do the Best You Can,” and 
if you do in practice if not in a sign, 
you will get your milk-pail full of the 
largest and best, yes and most luscious 
berry dollars that were ever exchanged 
in any country on earth—the American 
Dollar. 


Frank Burke, of Burke & 
Wright, Waukegan, Illinois, led the 
discussion of “Merchandizing Mar- 
gin,” maintaining that the term, 
“Gross Profit” is a misleading one 
and that “Merchandizing Margin” 
should be used in its place. He 
called attention to this fact that all 
text books used in public and pri- 
vate schools taught pupils to figure 
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“Gross Profits’ on costs, rather 


than on selling prices and urged 

that a movement be started to 

change this erroneous method. 
Thursday’s Sessions. 

M. D. Hussie, Omaha, Nebras- 
ka, former President of the Nation- 
al Association, was the first speaker 
at the Thursday morning session, 
his subject being “Competitive 
Problems.” 


Excerpts From M. D. Hussie’s 
Address. 


The problems we have today differ 
but little from those of yesterday. It is 
quite probable that they have their uses 
as well. 

If my memory serves me correctly, 
about eight years ago the National As- 
sociation undertook to regulate some of 
the problems and abuses that, then as 
now, were present with us. With that 
thought in mind, a committee was ap- 
pointed; known as the Trades Relation 
Committee. It was composed of three 
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members, L. C. Abbott, Marshalltown, 
Iowa, chairman; Henry Kruger, Neenah, 
Wisconsin, and myself. 

The experiences of this committee 
would keep me talking to you five times 
my twenty minutes and would, no doubt, 
become monotonous. For instance, we 
found where the manufacturer of a 
certain line of merchandise was issuing 
two different catalogs and price lists. 
One of these went to the regular hard- 
ware trade and the other and lower 
priced one, went to the preferred trade. 
We found where another manufacturer 
was issuing a small consumer’s cata- 
log and price list to the public, where 
the prices quoted, were about 5 per 
cent higher than the goods could be 
purchased by the regular hardware 
trade from the jobber. We _ found 
where another manufacturer was selling 
his product to some of the large buyers, 
notably some of the large catalogue 
houses, which enabled them to quote 
to the public, at an average, about 5 
per cent higher than the same goods 
could be purchased, through jobbing 
channels, by the dealer. 

As I said before, I could go along 
enumerating case after case, of this 
kind, many of which were adjusted and 
the discrimination against the retailer 
corrected, but that is all ancient his- 
tory and I only recall it to remind you 
that a great many competitive business 
problems are rooted in the buying end 
of the business. If a dealer can solve 
his buying problems, the rest is com- 
paratively easy. 

Far be it from me, to minimize or be- 
little the importance of making every 
effort to sell more merchandise each 
day than was sold the preceding day. 
We all know that the ultimate end of 
merchandising is not reached until the 
goods are disposed of to satisfied cus- 
tomers. Please note than I stress the 
satisfied. We exist and prosper to the 
extent that we render service to the 
public. The public should be and is 
willing, as a rule, to pay a reasonable 
amount for this service, but in return 
they demand efficient service. 

There are certain fundamental rules 
and principles underlying the marketing 
of all manufactured products. These 
rules and principles are the result of evo- 
lution. It has taken many generations 
of business to evolve the methods of our 
present day merchandising not methods 
that a small number of designing mer- 
chants have prepared and forced upon 
the public, but rather the result of the 
demands of the public for service. 

Manufacturer to jobber to retailer to 
consumer is acknowledged by all with 
any knowledge of business and the de- 
mands of the public, to be the best 
method yet used. Oftimes, men with 
a personal axe to grind, er who follow 
a will-o’-the-wisp or some fad or other, 
try to improve on this method. There is 
always some plan being tried out to 
shorten the gap between producer and 
consumer, but up to yet, none of them 
has proved successful. If this state- 
ment of the case comes somewhere 
near being true, and I think you will 
agree with me that it does, then the sev- 
eral factors in the scheme of distribu- 
tion should recognize the necessity of 
the other factors and be careful to do 
nothing that would jeopardize the ex- 
istence of any one of them, because. if* 
any one of these important links be- 
comes damaged, whether through some 
inherently wrong policy on their part 
or through some outside attack. the en- 
tire chain of distribution is disrupted 
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and, not only does the distributor suffer, 
but the public, whom in the last analysis, 
the distributor exists to serve, suffers. 


Congressman Sydney Anderson 
was then introduced as the Chair- 
man of the Joint Committee of Ag- 
ricultural Inquiry which has dur- 
ing the past year conducted an ex- 
haustive investigation of distribu- 
tion costs and retail selling prices. 
Prominent features of his address 
are quoted herewith: 


Prominent Features of Congressman 
Anderson’s Address. 


I am very glad to have this oppor- 
tunity of addressing the members of 
this convention not only because it is a 
privilege to address a body of men as- 
sociated together for the purpose of 
solving their common problems and im- 
proving their relation with those with 
whom they deal and with the nation 
whose best interests we all serve, but 
because it affords the opportunity to 
express to the members of this associa- 
tion my appreciation and that of the 
Commission for the assistance which 
you gave us in securing the facts upon 
which the conclusions of the Joint Com- 
mission of Agricultural Inquiry rest. 

I know that many of you found that 
the filling out of some of the question- 
naires involved an expenditure of a large 
amount of time and considerable expense, 
but I believe the benefit to the members 
of this organization and the public is far 
in excess of the expenditures of time 
and money involved. 

Most of our troubles, most of our un- 
satisfactory relations and the failure 
to remedy them arise from a lack of 
recognition and appreciation of the 
other fellow’s difficulties and his point 
of view. The recent period of agri- 
cultural, commercial and industrial ad- 
versity has taught us the absolute in- 
terdependence of agricultural, commer- 
cial and industrial prosperity. 

There are many lessons which can 
be learned from the recent period of 
deflation and depression and the period 
of inflation and speculation which pre- 
ceded it. The farmer appreciates the 
fact that it cost more to raise a bushel 
of wheat which sold for $2.00 in 1920 
than it cost to raise a bushel of wheat 
which sold for $1.00 in 1913 and that 
the difference between the dollar re- 
ceived in 1913 and the two dollars re- 
ceived in 1920 was not all profit. The 
merchant has not always appreciated 
this fact or what it means to the farmer. 

Margin Is Not Profit. 

The farmer has not always realized 
that the difference between what a mer- 
chant pays for merchandise and what 
he sells that merchandise at is not all 
profit, or that retail margins tend to 
rise as prices go up. Farmers, as well 
as other people, have sometimes seemed 
to think that because in 1913 the retail- 
er took a margin of thirty dollars on 
goods which cost him one hundred dol- 
lars he ought to take a margin of thirty 
dollars on the same goods when they 
cost him two hundred dollars, over- 
looking the fact that the margin in the 
one case represents thirty per cent of 
the price and in the other case fifteen 
per cent. 

Investigation shows that the cost of 
doing business tends to rise much in the 
same proportion as prices rise. The 
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figures gathered by the Joint Commis- 
sion furnish many examples of this eco- 
nomic truth. 

Thirty-five items of hardware in 1913 
sold for $135.08. In this price the re- 
tailer had a margin of $35.36 or 26.2 
per cent. In 1920 these same articles 
sold for $270.01 at an increase of ap- 
proximately 100 per cent. In this price 
the retailer had a margin of $64.72 or 
24 per cent. In 1921 the price of these 
articles had fallen to $258.85; the re- 
tailer’s margin being $62.38 or 24.1 per 
cent of the selling price. 

One hundred dollars worth of farm 
products in 1913 was worth two hundred 
eighteen dollars in 1920 and one hundred 
twenty-four dollars in 1921. 

Hardware Sold At a Loss In 1921. 

Further analysis of these figures 
shows that the retailer’s profits in 1920 
were less than in any of the preceding 
years and that they were smaller in 
1921 than in 1920, notwithstanding the 
fact that retail prices remained on a 
relatively high level. in 1920 and 1921 
as compared with 1913. As sellers of 
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hardware you will be interested to know 
that the margins of retail hardware 
merchants per dollar of sales were rela- 
tively less than those in any other of the 
retail trades with the exception of 
groceries. You may also be interested 
to know that the retail hardware trade 
is the only one in which the figures 
compiled by the Commission shows an 
actual loss was made in 1921. 

The cost of retail distribution exclu- 
sive of profits in 1921 was 16.80 cents 
for groceries as compared with 24.02 
cents for clothing, 24.9 cents for hard- 
ware and 26.88 cents for shoes in each 
dollar of sales. The gross profits of the 
retailer per dollar of sales were 2.5 
cents for groceries, 1.13 cents for cloth- 
ing, 1.52 cents for shoes and .82 cents 
loss for hardware in 1921. 

The average turnover of retail groc- 
ery stocks in 1919 was 7.7, for hard- 
ware 2.12, shoes 1.76 and for dry goods 
2.9. 

The retail merchant should act as 
the buying agent of the community rath- 
er than as the selling agent of the man- 
ufacturer. He should. know as defin- 
itely as possible the kind, quality and 
character of the goods required by his 
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customers and he should buy from the 
wholesaler and the manufacturer with 
due reference to those requirements 
and his ability promptly to turn the 
goods. 

Isn’t it time that the facts of distri- 
bution were gathered, organized and 
made available to the business man or 
the boy who wants to be a_ business 
man? There can be but one answer 
to such a question. The next step is 
how to do it. 

Trade Organisations Should Collect 

Facts. 

The “trade organization” is being 
made an efficient instrument for secur- 
ing this information and could be made 
a much more efficient instrument for 
this purpose, but it must be more than 
an organization to promote good fellow- 
ship among its members, to hold an an- 
nual convention, or to promote or op- 
pose legislation. It must be organized 
more definitely with regard to serving 
the purposes of a collector of facts and 
a disseminator of education. It is time 
we set up some agency to study distri- 
bution and it is preferable that this 
agency should, as far as possible, be 
under private auspices. 

The problem of dj:tribution is as 
old as human relationships. It is the 
product of the commercial instinct and 
self-interest of mankind since the days 
of primitive man. The genius and vi- 
sion of the American people can surely 
do something toward its solution. 

Let’s go! 


In the afternoon session W. A. 
Durgin, of the Division of Simpli- 
fied Practice of the Department of 
Commerce, spoke on “Industrial 
and Commercial Waste,” pointing 
out the great amount of unneces- 
sary depreciation of lines and items 
resulted in heavy in- 
creases of stocks and _ therefore 
larger cost of doing business. He 


which has 


was introduced as the special mes- 
senger from Secretary of Com- 
merce Hoover at whose instigation 
an effort is now being made to in- 
duce manufacturers to eliminate 
non-essential types, sizes and fin- 
ishes in various lines. 
“Community Service’ was the 
topic for the next discussion which 
was led by Charles A. Sturmer, 
Port Huron, President of the Mich- 
igan Retail Hardware Association. 
Mr. Sturmer spoke in part as fol- 
lows: 
Paragraphs From Charles A. Sturm- 
er’s Address. 


That the business man owed any 
service in his community, other than to 
give a dollar’s value for the dollar tak- 
en into his till, did not greatly concern 
the average merchant, or professional 
man, until, say, half a generation ago. 
About that time one began to hear 
speakers concerned with public affairs 
appeal to men and women to remember 
that their community was not merely 
a body of men and women on whom 
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they might prey for financial gain, but 
to regard their city as a civic organ- 
ization that imposed upon every citizen 
certain duties and responsibilities, other 
than merely voting and paying taxes, 
one of which is compulsory, and the 
other ought to be. 

Time has widened these community 
service ideas into the principle that 
every citizen owes service of some sort 
to every community-wide organization 
that has anything to do with the gen- 
eral good of his town. 

What shall the conscientious busi- 
ness man do when confronted with all 
the demands of service upon his time 
and purse? 

First, he always owes the simple duty 
of well informed and active interest 
in the community politics. 

Second, in these days, no alert busi- 
ness man fails to answer the call of his 
community business organization, us- 
ually styled ‘Chamber . of . Commerce. 
Failure to ‘belong” stamps him as _nar- 
row-minded, too. selfish for his own 
good, and apparently unable to appre- 
ciate that the growth of any. community 
depends very much upon the concen- 
trated efforts of its citizens. 

The old cry, “don’t meddle: with poli- 
tics,” is a slogan of the darker political 
middle ages. 

The business man who fails to ren- 
der the service to his community, in 
some activity or other, which modern 
society demands of him, is by far the 
most impoverished citizen of his com- 
munity. He may gain in his financial 
balance, but what mean and sorry figure 
he presents in the society that supports 
him in business. 

“He profits most who serves best,” 
is the motto of Rotary, and a good one. 
The history of the past fifteen years, 
since service became almost the first 
word in the lexicon of community life, 
has demonstrated the truth of this Ro- 
tarian slogan. The man of every com- 
munity who stands first in the minds of 
its citizens is the man first on the firing 
line when a battle for Chamber of Com- 
merce, or improved schools is to be 
fought, or constructive movement of any 
sort in the community is to be ad- 
vanced. The reward for service is us- 
ually the approbation of one’s own con- 
science and of one’s fellow citizens. 


H. A. Cole, President of the Cole 
Manufacturing Company, one of 
the largest stove and furnace man- 
ufacturers in Chicago, spoke briefly 
on the organization of the Iowa Re- 
tail Hardware Association, 27 years 
ago, when the late Daniel Stern, 
of AMERICAN ARTISAN AND 
HARDWARE Recorp, Mr. Cole, a 
representative of Jron Age, and 
four other men held the first meet- 
ing. 

No doubt it was due to an over- 
sight on the part of the officers that 
this was the only recognition of the 
great work that the hardware trade 
journals have done and are doing 
toward the upbuilding of the state 
and national hardware associations. 


AMERICAN 


ARTISAN 


After reports of various commit- 
tees had been received, the election 
of officers took place with the fol- 
lowing result: 

President: C. H. Casey, Jordan, 
Minnesota ; 

Vice-President: Hamp WIL- 
11AMSs, Hot Springs, Arkansas ; 

Secretary-Treasurer: HERBERT 
P. Sueets, Argos, Indiana. 

Directors: F. E. StronG, Battle 
Creek, Michigan; Greorce M. Gray, 
Coshocton, Ohio; R. W. Hatcr- 
Ek, Milledgeville, Georgia; W. L. 
Hupparp, Scottsburg, Indiana; H. 
R. Beatty, Clinton, Illinois; Gus 
ALBRECHT, JR, Louisville, Ken- 
tucky; R._J. Atkinson, Brooklyn, 
New York, and Artuur C. Lam- 
son, Marlborough, Massachusetts. 

Richmond, Virginia, was chosen 
as the meeting place for the 1923 
Congress. 

Entertainment Features. 

The Entertainment Committee is 
to be commended for the splendid 
manner in which they promoted the 
comforts and pleasures of the vis- 
itors. Chairman W. S. Stauber, 
Fred Ruhling, John Wallace, S. J. 
Koehler and H. E. Gnadt have rea- 
feel gratified. Mr. John 
Schuberth had charge of the Ladies’ 
Committee and certainly saw to it 
that the visiting ladies were well 


son to 


taken care of. 
Tuesday 
were guests of Hibbard, Spencer, 
Bartlett & Company, at a theater 
party at the Chicago, the largest 
movie theater in the world. 
Thursday evening, the Illinois 
Retail Hardware Association was 
host at a boat ride on Lake Michi- 


evening, the visitors 


gan, during which music, dancing 
and refreshments were enjoyed. 

_ On Friday, the American Steel 
& Wire Company had a full day’s 
program arranged. The men went 
to the Waukegan, Illinois, plant of 
the company and after a thorough 
inspection had lunch there, later 
joining the ladies who had been at 
the Waukegan Country Club, at the 
Great Lakes Naval Training Sta- 
tion. 





A man seldom sees a perfect man 
without the aid of a mirror. 
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Price Plays Important Part 
in Selling Knives. 


Price has its relative importance 
even with due regard to the respect 
for quality, declares the American 
Cutler. 

The question ever arises, “Do I 
need the knife enough to spend that 
much money on it?” 

Quotation of price always relieves 
the prospective buyer’s mind, for 
the omission thereof usually leads 
to apprehension that it would have 
been quoted unless the seller were 
afraid to scare the reader. 


It takes many kinds to make a 
world, and while the most exclu- 
sive sets may not care a tinker -in 
regard to price, there are others 
who keep the limitations of the 
pocketbook. . 


Grapefruit knives have their own 
peculiar little field and the retailer 
inight make a greater effort to give 
them more general distribution 
within the radius of his store. 

Where is there a person who has 
cver eaten the grapefruit properly 
prepared who would begrudge the 
few cents necessary to secure the 
knife that is properly curved and 
edged conveniently to cut out the 
bitter white pith? 

The price being reasonable, this 
knife should find a place in every 
home, and every home is a fertile 
field for cultviation. 





In Marking Up Your Goods 
Include All Costs. 

In marking up your goods, you 
inust add the proper percentage of 
vour entire cost of doing business to 
the cost of the goods. 

In other words, to arrive at a cor- 
rect retail selling price, you must 
use such figures as will allow you 
a reasonable profit over and above 
the cost of the articles plus per- 
centage of your entire operating ex- 
penses. 

Thus, for example, if an article 
costs you one dollar and your op- 
erating expense is 27 per cent, you 
would have to add 27 per cent to 
the cost of the article before arriv- 
ing at a retail price of the article. 











24 


Suggestions and Plans for Window Displays. 


Instructive Examples from Exhibits in AMERICAN ARTISAN 
AND HARDWARE RECORD Window Display Competition. 


EMPHASIZES GIFTS IN. 
WINDOW DISPLAY. 


The hardware dealer who breaks 
away from the traditions of the 
trade and strikes out into new ways 
of merchandising can not fail to 
win a place of distinction in his 


community and greatly enlarge the 
volume of his sales. 

From force of custom, the aver- 
age dealer confines his window dis- 
plays of articles suitable for gifts 
to one season of the year. 

During the Christmas holidays. 
he puts forth special endeavors to 


draw notice to such of his goods as 
are adapted to gift-giving. 

Now as a matter of fact, particu- 
larly in America, gift-giving is not 
limited to any special season of the 
year. 

Birthdays are celebrated with the 
bestowal of gifts. 





Window Display Designed and Arranged by L. H. Warde for Duncan and Goodell Company, Worcester, 
Massachusetts. 
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Mothers’ Day, recently passed, 
was symbolized not only with offer- 
ings of flowers, but with the giving 
of gifts of many kinds. 

Weddings and wedding anniver- 
saries are likewise occasions for 
generous remembrance in the form 
of articles of use, luxury, or orna- 
ment. 

Graduation days are also times 
when gifts are made. 

Boys who are being graduated 
from manual training schools are 
often made recipients of practical 
gifts in the form of tools for use 
in the craft which they have 
learned. 

People leaving home for long 
journeys or moving to some other 
location, are often given gifts by 
their neighbors, relatives and 
friends. 

Therefore, the hardware dealer 
who from time to time puts in a 
window -display of goods suitable 
for gifts, has a double pull upon 
the attention of the public. 

The prospective customer who 
pass by such a window display and 
who are not thinking of making 
gifts are impressed by the message 
of the window display to the ex- 
tent to which it appeals to his pres- 
ent needs or desire. 


The introduction of one or two 
placards in such a window display 
stating that these articles are suit- 
able for wedding, birthday, gradua- 
tion, or other gifts, will serve to 
intensify the pulling power of such 
a display. 

In the window exhibit of cutlery 
and other commodities arranged 
by L. H. Warde for Duncan and 
Goodell, Worcester, Massachusetts, 
there is a big variety of goods 
which have a sale throughout the 
entire year. 

It goes without saying that there 
will be no lessening of sales at any 
time of the year in such a window 
display simply because the articles 
are suggested as suitable for gifts. 

Although this particular window 
display was used during the holi- 
day season, nevertheless, it contains 
a wealth of suggestions to the hard- 
ware dealer for designing of similar 
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window displays at other times of 
the year. 





Become a Merchant Instead 
of a Dealer. 


If you are looking for more than 
wages out of your business, you 
must become a merchant instead of 
a dealer. 

The storekeeper is one who mere- 
lv passes goods over the counter in 
exchange for money. 

The dealer is one who sells goods 
with some knowledge of their use. 

But the merchant is one who cre- 
ates demand for goods by persistent 
advertising. 











Coming Conventions } 








Master Sheet Metal Contractors’ As- 
sociation of Ohio, Zanesville, Ohio, 
July 18 and 19, 1922. W. J. Kaiser, 
Secretary, 123 East Chestnut Street, 
Columbus, Ohio. 


Annual Outing of Michigan Sheet 
Metal and Roofing Contractors’ Associa- 
tion, July 25, 26 and 27, to Grand Rapids, 
Chicago and Milwaukee. Frank E. 
Ederle, secretary, 1121 Franklin street, 
Southeast, Grand Rapids, Michigan. 

Sheet Metal Contractors’ Association 
of Pennsylvania, Hotel Lawrence, Erie, 
Pennsylvania, July 27 and 28, 1922. W. 
F. Angermyer, secretary, 714. Home- 
wood Avenue, Pittsburgh, Pennsylvania. 

Western Implement, Vehicle and 
Hardware Association, Kansas _ City, 
Missouri, January 16, 17, 18 and 19, 
1923. H. J. Hodge, Secretary, Abilene, 
Kansas. 

Texas Hardware and Implement As- 
sociation, Dallas, Texas, January 23, 24 
and 25, 1923. A. M. Cox, Secretary, 
822 Dallas County Bank Building, Dal- 
las, Texas. 


West Virginia Hardware Association 
Convention and Exhibition, Huntington, 
West Virginia, January 30 and 31, and 
February 1, 1923. James B. Carson, 
Secretary, 1001 Schwind Building, Day- 
ton, Ohio. 

Indiana Retail Hardware Association 
Convention and Exhibition, Indianap- 
olis, Indiana, January 30 and February 
1 and 2, 1923. G. F. Sheely, Secretary, 
Argos, Indiana. 

Wisconsin Retail Hardware Associa- 
tion, Milwaukee Auditorium; Milwau- 
kee, Wisconsin, February 7, 8 and 9, 
1923. . P. J. Jacobs,. Secretary-Treas- 
urer, Stevens Point, Wisconsin. 

Pennsylvania and Atlantic Seaboard 
Hardware Association Convention and 
Exhibition, Philadelphia Commercial 
Museum, Philadelphia, Pennsylvania, 
February 12, 13, 14, 15 and 16, 1923. 
Sharon E. Jones, Secretary, 1314 Ful- 
ton Building, Pittsburgh, Pennsylvania. 

Ohio Hardware Association Conven- 
tion and Exhibition, Cleveland, Ohio, 
February 13, 14, 15 and 16, 1923. Ex- 
hibition in the new Municipal Hall. 
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James B. Carson, Secretary, 1001 
Schwind Building, Dayton, Ohio. 

Illinois Retail Hardware Association 
Convention and Exhibition, Hotel Sher- 
man, Chicago, Illinois, February 13, 14 
and 15, 1923. L. D. Nish, Secretary- . 
Treasurer, Elgin, Illinois. 

Iowa Retail Hardware Association 
Convention and Exhibition, Des Moines, 
Iowa, February 13, 14, 15 and- 16, 1923. 
A. R. Sale, Secretary, Mason City, Iowa. 

New York State Retail Hardware As- 
sociation Convention and Exposition, 
Rochester, New York, February 20, 21, 
22 and 23, 1925. Headquarters, Powers 
Hotel. Sessions and Exposition at Ex- 
position Park. John B. Foley, Secre- 
tary, City Bank Building, Syracuse, 
New York. 

New England Hardware Dealers’ ‘As- 
sociation Convention and Exhibition, 
Mechanics’ Building, Boston, Massa- 
chusetts, February 21, 22 and 23, 1923. 
George A. Fiel, Secretary, 10 High 
Street, Boston, Massachusetts. 











| Retail Hardware Doings 











Illinois. 

Fred Carroll of Armington has re- 
opened his hardware store. 

The hardware. store and entire stock 
of hardware has been sold by Menson- 
dick Brothers of West Point to Mr. 
Frisbie. 


Herman Lubitz has opened a hardware 

store at East Peoria. 
Indiana. 

The Miller-Kanous Hardware Com- 
pany of Argos has been incorporated 
with a capital of $5,000. Incorpora- 
tors are: Roy Kanous, Lloyd B. Miller, 
and Myrtle O. Kanous. 

Kentucky. 

Nicheols Plumbing and Heating Com- 
pany of Louisville has been incorporated 
with a capital of $25,000. Incorpora- 
tors are Robert S. Nicheols, George A. 
Schmidt, and J. H. Scales. 

Michigan. 

The C. B. Brumm and Son Hard- 
ware Store of Hubbardston has been 
destroyed by fire. 

The Jochen and Dietrich Hardware 
Company, 810 Genesee Avenue, Saginaw, 
has been incorporated with an author- 
ized capital stock of $25,000, $10,000 of 
which has been subscribed and paid in 
in cash. 

Fire destroyed the store building and 
hardware stock of L. Houck and Son at 
Riverdale. 

Alexander Nulan has opened a_ mod- 
ern hardware store on Washington 
Street, Ypsilanti. 

The Ray Hardware Company have 
started business at 1941 East Genesee 
Avenue, Saginaw. 

E, C. DeMeritt and son have pur- 
chased the hardware and implement 
stock of Wilson and Stoffer at Clayton. 

Minnesota. 

C. M. Serrurier, formerly of Prince- 
ton, has purchased a hardware store in 
Bemidji. : 

Wisconsin. 

Charles Payant has become associated 
with the hardware firm of Geniesse and 
Sons at Wausaukee. His brother Vital 
is manager of the firm. 
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Study and Interpretation ot Advertisements. 


You Can Make Your Advertisements More Gainful by Avoiding 
the Faults and Profiting by the Good Qualities of Others. 


Timeliness is a powerful element 
of gainful advertising. 

It connects the merchant's wares 
with the immediate requirements of 
the customer. 

Timeliness is many sided. 

Always there is something going 


| Practical 
Suggestions 
for the 

June Bride 


Many different articles in 
aluminum to choose i 





Pyrex Ware 
Silver 
Ware 
Electric 

Toasters 
Electric 

Flat Irons 
Table 
Cutlery 
Food 

Choppers 








We Will Give the First June 
Bride 1 10 qt. Mirro Alumi- 
num Dish Pan 





The Clarinda Dolly Type 
Electric” 
Washer.....cccoed 





’ aes £ = : 
Three kinds of Ironing 
Boards— 


145 2.75 
3.29 








High St. Hdw. Co. 


720-26 High St. 


Phone 4137 











on or in prospect which gives the 
force of timeliness to groups of 
commodities with reference to vary- 
ing classes of people. 

In ordinary circumstances, there 
is a steady, from day to day de- 
mand for aluminum ware, electric 
toasters, Pyrex ware, table cutlery, 
and similar articles. 


This demand can be intensified 
by the addition of the element of 
timeliness, as is effectively done by 
the High Street Hardware Com- 
pany, in the advertisement herewith 
reproduced from the Racine Jour- 
nal, Racine, Wisconsin. 

Although romance firmly holds 
the throne in the thoughts of the 
June bride, yet practical sugges- 
tions are not incompatible with the 
roseate dreams which dominate her 
fancies. 

And so she is favorably impressed 
by the direct appeal of such an ad- 
vertisement. 

From the point of view of typog- 
graphy, this advertisement is well 
balanced. 

Its straightforward and conspic- 
vous price quotations give frank- 
ness and sincerity to its text. 

x * x 

A practical application of the 
“you” psychology is made in the 
advertisement of Berger Hardware, 
reprinted herewith from the Times, 
Superior, Wisconsin. 

The first paragraph draws the 
notice of the reader because it talks 
directly to him. 

The entire text puts strong stress 
upon price advantages. 

Now, whatever may be said to 
the contrary by theorists and swivel- 
chair experts, the vast majority of 
the people are keenly concerned 
about prices. 

The most persuasive advertise- 
ment for them is the advertisement 
which assures them of favorable 
prices on the things which they pro- 
pose to buy. 

Emphasizing the quality and 
using such emphasis as a subterfuge 
for charging prices out of propor- 
tion to any values is not good mer- 
chandising. The general run of 
people in America are not as thick- 
headed as some merchants seem to 
think they are. 

In other words, the people have 





fairly accurate ideas as to values. 

Naturally, they expect quality to 
be in proportion to value, and they 
are looking always for a logical 


HARDWARE 


If you have bought at Berger’s 
you know it could not be purchas- 
ed cheaper elsewhere. Everything 
you want in hardware for spring 
fixing or building we positively 
know we can save you money. 





You are no doubt doing some 
painting and varnishing. We have 
paints, linseed oil, white lead, kal- 
somine and varnish at very low 
prices. 

Get our prices on coaster wag- 
ons, bicycles, tricycles, etc. 


Special price on Union Lock fence, 
6 feet high; 


10 rod roll ......... $5.50 
Galvanized cattle wire, 12% gauge 


in 80 rod $3.30 


- svessnsassneoe 


Special prices too, on barb wire, 
poultry netting, etc. 


Nails, 8 or 10 common, 
10 Ib. lots, per Ib, ........ 4c 


Garden hose and lawn mowers. 


We have just purchased a new 
delivery truck and can make deliv- 
eries on orders. 


BERGER 


HARDWARE 


526 Tower Avenue. 











equation between price and value 
expressed through quality. 

It is, therefore, a commendable 
thing for Berger Hardware to give 
prominence to price advantages of 
their commodities. 
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Facts of Warm Air Heating and Ventilating. 


Reports of Progress in Warm Air Heater Research Work. 
Ventilating Factories, Theatres and Other Buildings. 


Explains Method of Ventilating 
and Humidifying Schools. 


The system used in ventilating 
and humidifying class rooms is ex- 
plained by John Howatt, chief en- 
gireer of the Chicago Department 
of Education in the Chicago Schools 
Journal from which the following 
extracts are taken: 

“The outdoor relative humidity 
in Chicago is comparatively high, 
averaging between 60 per cent and 
70 per cent. The local Weather 
Bureau Office takes three humidity 
readings daily; one at 7:00 a. m., 
one at noon, and one at 7 p. m. 
Ordinarily the relative humidity is 
highest in the morning, is lowest at 
noon, and rises again toward eve- 
ning. 

“The average outdoor tempera- 
ture in Chicago during the winter 
season in the day time is 20 de- 
grees Fahrenheit. 

“Assume, therefore, an outdoor 
temperature of 20 degrees and an 
outdoor relative humidity of 50 per 
cent. At 20 degrees temperature, 
1 cubic foot of air is capable of 
holding 1.2 grains of moisture; at 
50 per cent relative humidity, there- 
fore, it will have 0.6 grains of mois- 
ture. 

“This cubic foot of air is taken 
from outdoors into the heating and 
ventilating system at one of our 
school buildings and delivered into 
a class-room with a temperature of 
70 degrees. 

If no additional moisture is added 
to that cubic foot of air, it will 
still have its 0.6 grains of mois- 
ture, but it will have a temperature 
of 70 degrees, instead of 20 de- 
grees, and would have less than 10 
per cent relative humidity. 

“A cubic foot of air at 70 de- 
grees holds 8 grains of moisture at 
saturation; we attempt to maintain” 
40 per cent relative humidity in our 


classrooms, so that at 70 degrees 
temperature and 40 per cent rela- 
tive humidity, each cubic foot of air 
will contain 3.2 grains of moisture. 

We had 0.6 of a grain brought in 
with the outdoor air so it 1s neces- 
sary artificially to add the differ- 
ence between 3.2 and 0.6 or 2.6 
grains of moisture per cubic foot 
in order to provide a 70 degrees 
temperature and 40 per cent rela- 
tive humidity condition. 

“We are conditioning and han- 
dling in this way approximately 10,- 
coo0,000 cubic feet of air in the Chi- 
cago public school system every 
minute from 7 o'clock in the morn- 
ing until 3 o’clock in the afternoon, 
every day of the heating season. 
That means that a total of 26,000,- 
000 grains of must be 
added every minute under the con- 
ditions outlined. Approximately 
1,500,000 grains of moisture are 
discharged every minute from the 
lungs of the 400,000 public school 
children; that 3,500 
pounds of water vapor that must be 
added to the air in the ventilating 
In consid- 


moisture 


leaves about 


system by other means. 
ering the humidification of air in 
our classrooms, a word on the 
method of humidification may be 
of interest. 

“In any central system of venti- 
lation, such as is used in our school 
system, a central system of humid- 
ification is the simplest. 

“There are three central station 
methods of introducing moisture 
into the air in common use. The 
first is by means of an air washer. 

“The second method of humidi- 
fication consists of open pans in the 
ventilating chamber in which the 
water is boiled by means of high- 
pressure steam coils. 

“The rate of boiling of the water, 
which determines the rate at which 
the vapor will be given off, is con- 
trolled by diaphragm valves and 


humidostats the same as in the air 
washer type of humidification sys- 
tem. This has the advantage of 
always discharging 
vapor in the air. 


pure water 

“The system used in the Chicago 
public schools consists of the injec- 
tion of water vapor direct into the 
air chamber by means of perforated 
steam pipes, the supply of steam 
to them being controlled by a 
diaphragm valve just as in the other 
systems named. 

“This is the simplest and most 
direct method of adding moisture 
to the air and is not objectionable 
where water is pure as it is in Chi- 
cago, and where boiler compounds, 
giving steam unpleasant odors, are 
not required in connection with 
boiler plant operation. 

“A practical indication of the 
relative humidity in a classroom is 
the moisture precipitation on the 
windows. With a relative humid- 
ity of 40 per cent and a classroom 
temperature of 68 degrees, a mois- 
iure precipitation should take place 
cr the window panes when the out- 
side temperature is 20 degrees or 
less. 

“In fact, it is moisture precipi- 
tation on windows and outside walls 
that limits the relative humidity in 
classrooms, from a practical stand- 
point, to 40 per cent. 

“Experience has shown us that 
if the humidity is carried any higher 
there will be an excessive moisture 
deposit on outside walls and win- 
dows which ruins decorations and 
is otherwise objectionable. 

“Temperature and relative hu- 
midity have been considered here 
only from a comfort standpoint, but 
medical authorities have made ex- 
tensive studies and report that the 
health curve follows very closely the 
comfort curve. 

“T am of the opinion that when 
the outdoor weather conditions will 
permit it, a relative humidity higher 
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than 40 per cent would be more 
healthful. 

“When air is drawn into the 
lungs, it passes through a rather 
complete air sterilization system; it 
first encounters moist hair in the 
nostrils which stops all of the large 
particles floating in the air; it is 
then carried through a tortuous 
passage, the inner surface of which 
is lined with moist mucous mem- 
brane. This membrane catches and 
holds all of the dust in the air. 

“We know that most of the bac- 
teria ride in the air on the dust par- 
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ticles; the bacteria, therefore, are 
held by this mucous membrane, so 
that expired air is almost sterile and 
free from dust and bacteria. 


“If the relative humidity is low 


ithe temperature has to be corre- 
spondingly higher for comfort; this 
means that when air is drawn into 
the nostrils, the evaporation of 
moisture from the air passages will 
be excessive, reducing the power of 
these membranes to hold the dust 
particles. 


“An increase in temperature and 


lowering humidity, moreover, result 
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in an increase in the number of dust 
particles. 

“Therefore, the air passages have 
more work to do in the elimination 
of dust in the air and have their 
power to do it reduced. 

“It is logical to assume, therefore, 
that a higher humidity up to a cer- 
tain point is more healthful, but we 
are limited in the amount of mois- 
ture we can carry in the air in our 
classrooms by the condensation on 
outside walls and windows and by 
an unpleasant clammy feeling of 
the clothing.” 
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Draws Plans for Installation in 
Answer to Subscriber's Problem. 
To AMERICAN ARTISAN AND 

HARDWARE RECORD: 

I am sending you a blueprint of 
heating plan for residence shown on 
pages 20, 21 and 22 of AMERICAN 
ARTISAN AND HARDWARE RECORD, 
issue of June 10, 1922. 

I am also attaching a list of the 
material necessary for the installa- 
tion of this job according to this 
blueprint. 

This list and prices are made on 
single wall stacks and fittings and 
does not include freight and dray- 
age charges—neither does it include 
labor and profit. 

It would have been possible to 
have made a better layout—that is, 
more distinct—had the size of the 


rooms been marked so that the en- 
tire plan could have been made to 
some scale, as I was unable to find 
any scale that would correspond to 
the size in your paper, so I made 
them the same size. 


However, I believe that, with the 


aid of the sketch, it will be easy 
enough to work out a solution of 
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Material Estimate for Heating System. 


Gilt Edge furnace No. 615............ 
Set cpsmes, sete Deed... ...cccccccas 
10x30 wood cold air face............. 
12x30 wood cold air face............. 
14x30 wood cold air face............. 
No. 7% Combination A Ex. registers 

RE a a eT CA et ery 
No. 5% 


No.4 Combination A Ex. registers O. C. 
No. 2 Combination C Ex. registers O. C. 
Angles .for No. 7% registers.......... 
Angle for No. 5% registers.......... 
Boots for No. 7% registers.........- 
Boot for No. 5% registers.......... 


the problem to the satisfaction of 
all concerned. 
W. GuNTON, 

Sales Representative, R. J. Schwab 

and Sons Company. 

Des Moines, Iowa, June 19, 1922. 

The following is the list of prices 
referred to in the foregoing letter 
of Mr. Gunton. 


List Total Disc. Net 
$160.00 $96.00 
14.70 
2.08 
2.50 
2.92 $7.50 50% $3.75 
7.80 $23.40 
6.45 6.45 
4.35 4.35 
5.45 5.45 
4.90 9.20 4945 55% 22.25 
.66 1.32 
56 56 
1.04 3.12 
.96 96 
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1 Boot for ee Sn = as house because the house has per- 
1 Boot for No. 1 registers.............. ‘ : . : 
1 8” Pitch casing collar......:.....:... 40 40 mitted t to do so through lack of 
1 O” Pitch COMME GOTERE. 2.0202 cccccccess = = advertising. 
1 10” Pitch casing collar................ , . : ~~ os 
3 12” Pitch casing collar............... 60 1.80 There is also likely to be a per 
SO BD ccnedaceciinencecgonssads ss 32 32 cent of former customers who are 
S 0 BE vc ccscaqecccctvasccctenscess 36 36 ; ‘ , “ d 
 «¢ leer 40 AO dissatisfied with SELES, goods or 
Se i 0 RE eer rer 60 1” treatment ; these misunderstandings 
5 ince cknteceds dahcccnnees 76 JZ 
| fea |... eee 120 1.20 can be largely overcome by frank 
$ 19° 126 Pe. Adi. tin ells. ... .......000. = i letters. 
8 12° 1x8 Pe. Adj. tim angies...........- : 7 ; D ; 
2 10" LC. 4 Pe. Adj. tin ells........... 60 = -:1.20 A Chicago glove house uses let- 
1 9 4 or : ~ re tin = steeeeeesecs = = ters to excellent advantage in iron- 
et i.e c. OS SS ee A6 46 : a : 
1 9” I. C.3 Pe. Ad}. SS Sea 44 44 ing out misunderstandings and 
32’ a : €. tin pipe Ee ti Se iad ania 45 14.40 bringing former customers back 
ee Pree 33 2.64 late, ostials 
6’ 10” I. C. tin pipe nested.............. 39 2.34 y: 
12’ 9” I. C. tin pipe 9 See ae = = One of the letters used success- 
1 20” Cold air shoe style E............. 7. 7. : "amy 
1 16” Cold air shoe style E............. 5.40 5.40 fully by this firm is reproduced 
1 20” 30 degree angle.................. 2.00 “ below. Its frank, honest, appeal is 
“7 ) 7 a 

\eNCthde... Oe responsible for its success. 
6’ 8” 24 G, Galv. pipe........-.-.+-0++e: 54 3.24 In one application, this letter was 
ee FO OR PT ree 1.20 9.60 
O 16" BB G. Gabe, GIB occ cic ccc cccccess 80 6.40 sent to 1,400 customers who had 
me BS ee eee 42 7.56 . tailed to purchase for a year. 
D Sremele GOOG GHUOWGs 65 oc cc cc cccvedces RO 1.60 92922 hd% 41.50 tag 
alias Thirty days after the letter was 
ee ag RECS re 96 mailed approximately 300 replies 
45 No. 19 AsBestos MAMET. «bonne cesscess 2.03 ; 2 : , 

PME 5 anos Gabtd ose bch chvtiers 35 vad been received, with a total new 

business of $9,500. 
$181.54 s of $9.5 


Petes Gmetad occ ccccccsdeccesens 
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Obtains Patent Rights for 
Warm Air Furnace. 

Samuel P. Kay, Rochester, New 
York, has obtained United States 
patent rights for the warm air fur- 
nace described herewith: 

In a hot air furnace, the com- 
bination of a combustion chamber, 


1,413,122. 





of said combustion chamber, said 
a liquid fuel burner at the bottom 
combustion chamber having an 
opening in the side thereof, a duct 
leading from the opening in the 
side of said combustion chamber 
and leading to said fuel burner, a 
heating or radiating duct leading 
out of the top of said combustion 
chamber and a smoke pipe leading 
from said heating duct down on 
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Wea i Wh 
the outside of said furnace to a 
point below or in line with the fuel 
burner on the inside thereof. 





Cold Air Register Factory I's 
Damaged by Fire. 


Damage to the extent of several 
thousand dollars was caused by fire 
in the cold air register factory of 
C. I. Scott & Son, Charlotte, Mich- 
igan, Tuesday, June 2oth. 

Among the property damaged 
was a shipment of wood registers 
ready to go out, valued at about 
$1,500. 





Here Is a Way to Win Back 
Former Customers. 

The average firm’s greatest source 
of business is its list of customers. 
Customers who have failed to re- 
order in reasonable time should be 
carefully followed up. If the house 
has failed to satisfy them the rea- 
son should be found; if there is a 
misunderstanding it should be 
cleared up and business relations 
renewed. 

Of those who fail to reorder a 
large per cent are individuals or 
firms who have overlooked the 


Dear Sir: 

I can’t see you face to face, but 
lL can talk with you. We haven’t 
had an order from you for some 
time, and I would certainly appre- 
ciate it if you told me “right out in 
meeting” why not! If any depart- 
ment of this business has failed you 
I want to know it. 

The fact that this business isn’t 
perfect is surely not due to any lack 
of effort on our part, or because we 
aren't trying to make it so. Chang- 
ing conditions have not as yet found 
us unprepared to take care of our 
trade. And furthermore, never 
have we lost sight of our customers’ 
interests. 

Just put yourself in my place for 
a minute or so. Turn this sheet 
over now and answer this letter as 
you would like to have it answered 
if you had written it. Don’t mince 

Give it to me “hot off the 
Enclosed is a stamped en- 
an answer con- 


words. 
bat.” 
velope to make 
venient. 

I am looking forward to hearing 
from you with the keenest interest. 





Avoid controversy. Don’t get 
into arguments with your custom- 
ers about politics, dogma, or prohi- 
bition. 
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Practical Helps and Patterns for the Tinsmith. 


Aids to the Improvement of Craftsmanship and Business. 
News from Various Branches of the Sheet Metal Trade. 


PATTERNS FOR TEE 
JOINTS. 


By O. W. Kothe, Principal, St. 
Louis Technical Institute, St. Louis, 
Missouri. Written especially for 
American Artisan and Hardware 
Record. 


Tee joint patterns are not so par- 
ticular in coppersmithing as in 


and lays out his work, so at figure 
19, we show how to lay out a right 
angle tee on a main pipe larger in 
diameter. 

The branch pipe A shows how 
far it sets over the main pipe, su 
the semi-circle A is divided in equal 
parts and these parts are also used 
as a girth line. 

Then where these lines intersect 
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straight pipes, because the work- 
men generally do considerable trim- 
ming and these pipes are trimmed 
to the miter often from tubing and, 
if made up, they are first consid- 
ered as straight pipes and then 
trimmed afterward. 

Of course, here and there, there 
is a mechanic who takes more pains 





Patterns for Tee Joints. 


a large circle, they are squared over 
to intersect similar lines in stretch- 
out and that gives the pattern. 

To this, suitable stock must be 
added for flanging when a saddle 
joint as at C and D are made. 

A suitable flange must be worked 
out on these tees so a good surface 
is provided for brazing. 


SIDE ELEVATION FoR 


After which, wires are wrapped 
around to catch hold of the saddle 
cf tee as in sketch D. 

It is then washed and treated 
with borax and then brazed, by 
using a forge fire on the lower side 
and a torch on the upper side. 

Without a torch, it is very diff- 
cult to make a good brazed joint, 
because the fire must be so hot on 



















ON RIGHT ANGLE TEE. 


PATTERN FoR 
TEE 
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BAR FOR RAISING 
CuP JOINTS 





the underside so it burns the tee be- 
fore the upper side gets hot enough 
to melt the spelter, and then, too, 
by having the underside so very hot, 
the spelter will run down into the 
fire. 

To overcome this, cup joints are 
generally made and enable brazing 
with less effort. 
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A cup joint is shown as at E 
where the upper edge is turned out 
io form a ledge for holding the 
spelter. 

Other times a tee is placed on 
the bottom of a pipe and in that 
case, it can be brazed as at F, 
where wire spelter is circled around 
ihe edge on the inside. 

By wrapping clay around the low- 
er edge and with the aid of a gas 
torch or two, a good hot flame is 
produced, and that will melt the 
wire spelter and cause it to flow in 
the seam, while the clay prevents 
it from running away. 

The sketch G shows another view 
of this. After the joint is thorough- 
ly brazed and cooled off, the clay 
is knocked off and the edges are 
trimmed up by filing off the rough 
edges. 

Where inclined tees are met with 
as in figure 20, they can first be 
laid out by describing the semi-cir- 
cle as at M for the main pipe and 
a quarter circle for the branch pipe 
zs at N and O. 

By projecting lines in the manner 
shown, the miter line is developed. 
Then by picking the girth from sec- 
tion O and set off at right angles to 
clevation, the pattern can be pro- 
jected as shown. 


If desired, the pattern for the 
opening can also be projected as 
shown, but on the inside of the line 
cf penetration between the tee and 
the main pipe, at least a 2-inch edge 
should be allowed to make the cup 
joint. 

A curved bar as at J is generally 
used for bringing up the cup joints. 

By inspecting sketch H we see 
the throat of cup joint will not re- 
quire so much material as the heel 
ewing to the sharper bend. 

This is a thing for the workman 
to observe how much he should al- 
low in order to have his lines 
straight and not run every which 
way in his work. 

If in brazing it is found that the 
spelter runs through, a ledge of 
clay can be pasted along the inside 
edge as shown, which is not always 
necessary, but at times, it is very 
serviceable. 

The matter of putting in these 
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tees and making suitable brazed 
joints is not an easy task, because 
it takes quite a bit of experience 
to know how to work the metal, 
and especially what must be ob- 
-erved and what must be avoided 
while brazing. 

This is especially required so not 
to over-heat parts of the pipe when 
brazing, as that will make a brittle 
joint. 

Most of this is knowledge that 
can be learned only by actual prac- 
tice, and for that matter, it is no 
more or less than people working 
in factories learn how to do piece 
work, or anything else for that mat- 
ter, and do a neat and good job in 
suitable time. 





Chicago Committee Is Ready to 
Entertain Michigan Contractors. 


A most friendly welcome and a 
day of unalloyed pleasure await the 
members of the Michigan Sheet 
Metal and Roofing Contractors’ As- 
sociation when they reach Chicago, 
Wednesday morning, July 26th, on 
their annual outing. 

The Chicago Entertainment Com- 
mittee consists of the following: 

J. Harvey Manny (chairman), of 
Manny Heating Supply Company. 

R. W. Blanchard of Hart & Coo- 
ley Company. 

C. E. Glessner of Excelsior Steel 
Furnace Company. 

D. E. Cummings of Thatcher 
Furnace Company. 

T. E. Warner of Tuttle & Bailey 
Manufacturing Company ; and 

Etta Cohn of AMERICAN ARTISAN 
AND HARDWARE REcorD. 

The Michigan sheet metal con- 
tractors will leave Grand Rapids 
Tuesday evening, July 25th, on a 
special Michigan Railway electric 
train for Holland, Michigan, 
whence they will travel by steamer 
tu Chicago, arriving the next morn- 
ing. 

After breakfast at Hotel Sherman 
they will go by special elevated train 
to Armour’s stock where 
luncheon will be served in Armour’s 
dining room by the sheet metal job- 
bers and manufacturers of Chicago. 

Following the luncheon the visit- 


yards 
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crs will be taken on a two and one- 
half hours’ automobile ride through 
the parks and boulevards of the 
city, returning to Hotel Sherman 
about 4 o'clock. 

The rest of the afternoon will 
be spent visiting the large depart- 
ment stores. 

At 6 o'clock dinner will be served 
at Hotel Sherman, after which the 
Michigan guests will leave for Mil- 
waukee on a special train over the 
North Shore Electric. 





Describes New High-Speed 
Cutting Metal. 

A recent issue of Raw Material 
describes “cooperite,” the new non- 
ferrous high-speed cutting metal. 

Cooperite is made of a nickel base 
alloy to which are added zirconium, 
aluminum, tungsten, and 
molybdenum. 

Heat seems to increase the cut- 
ting-edge strength of this alloy, 
which is best at a dull red visible 
in daylight. 

It stands up at temperatures at 
which high-speed steel burns. 

Cooperite requires no heat treat- 
ment. The zirconium, with its ex- 
tremely high melting point, is prob- 
ably the element which gives coop- 
erite its heat-resisting quality. 

In the making of cooperite the 
materials are cast and ground and 
can not be forged. 


silicon, 





Invents an Adjustable Flue 
Base and Ventilator. 


An adjustable flue base and ven- 
tilator for brooders has been in- 
vented by Cyril J. Zettel of Zettel 
& Son, sheet contractors, 
Alexander, Indiana. 

The chief object of this inven- 
tion is the construction of the base 
and flue top in such a manner that 
the same may be carried in stock 
by hardware dealers and implement 
dealers who are selling brooders 
and be sold with the brooders with- 
out regard to the pitch of the roof. 

The main feature of the inven- 
tion consists in the adjustable base 
support for a flue where by said 
flue may be secured to any pitch of 
roof and still be in a vertical posi- 
tion. 


metal 
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The Road to Failure as Well as the Hottest Place 





in All the Hereafter Is Paved with Good Intentions. 


When a Man Begins to Pity Himself Because His Good Intentions 
Are Unsuccessful, He Is Headed for the Demnition Bow Wows. 


Written Especially for AMERICAN ARTISAN AND HARDWARE REcorD by J. C. Greenburg of Cleveland, Ohio. 


E had a nice little poker game 

arranged at Al Plodder’s 
home this particular Sunday night, 
but it did not come off. Jim Riley 
became a proud father to a nine- 
pound boy that day, so he called 
the other fellows up, and I guess 
they are still there if the joy water 
held out. 

At any rate, the game never came 
off. Al and I were the only ones 
home because Mrs. Al went to the 
movies. Women do this when there 
is a game scheduled. You know 
how it is. 

We talked shop most of the time, 
and, as usual, the talk came around 
to personal matters, and Al became 
very confidential. 

“Why is it,” Al asked, “that I am 
rot really getting along as well as 
I should like to? I seem to try 
hard, I am always doing my best 
to please the customers, but some- 
how I do not bring home the bacon. 
I am not envious of anybody, but 
it seems to me that I am about as 
poor as most sheet metal men are. 
It seems to me that there is such a 
thing as hard luck.” 

At this I smiled. When I hear 
the word hard luck mentioned it 
makes me smile. Hard luck is an 
alibi that comes out of self-pity, 
and when a man begins to pity him- 
self, he is going to the bow wows. 
So I said to Al: 

“There is no such a thing as hard 
luck. Every man can only do as 
inuch as he knows, and no more. 
A man is just like a quart pail. If 
his business intelligence is of a 
quart capacity he can not produce a 
gallon of business. In a way he is 
in hard luck because he has tried 
to get more than he can produce.” 

“You may be right in your re- 
marks about hard luck,” admitted 
Ai, “but in my case it is different. 
I am putting forth an effort that is 


strong, but the results are weak. I 
am doing my best, but the results 
are the poorest. What else can a 
man in business do?” 

“T believe you when you say that 
you are putting forth a good effort 
Al,” I said, “but at what end of 
your business is that effort put? 
You are putting that effort at the 
end of your business instead of the 
beginning. You are getting the 
cart before the horse. You should 
put your best effort at the beginning 
of your business and get more ca- 
pacity to do things.” 

“Just what do you mean?” Al 
asked. 

“T mean,” I answered, “that you 
should put forth your effort to in- 
crease your brain power because 
business is a matter of brain power. 
You look at business like so many 
others do, namely, that all you need 
is good intentions to succeed. Good 
intentions, unless you know how to 
carry them out, are wasted energy, 
end a loss. Every failure that ever 
has happened was full of good in- 
tentions, but it only ended in bank- 
ruptcy.” | 

“Then you do not believe in good 
intentions?” Al asked in surprise. 
“Do you mean that when a man 
means well, he will fail?” 

“Oh, no!” I answered quickly, 
“T simply mean that every good in- 
tention should be properly placed, 
and its place is to learn more in or- 
der to earn more. If your good 
intention is to learn business meth- 
od, I say you are all right, but if 
your good intention is merely to 
earn profit and not know business 
method, you are all wrong.” 

“You speak of business method,” 
Al said, becoming interested. “Just 
what do you mean by business 
niethod? Just what does method 
consist of ?” 

“Al,” I answered, “to make my 


answer plain to you I will simply 
say that method means to do the 
right thing right. Business must be 
done right in order to make a suc- 
cess.” 

“You speak in riddles,” Al said. 
“Am I not doing business right? 
Am I not paying my bills? Am | 
not doing good work? Am I not 
in a good location? What are you 
talking about when you say doing 
business right?” 

“Here is what I mean, Al,” I re- 
plied. “For instance, you have 
placed an order for 2 barrels of 
paint that you will never use in a 
year. You have overstocked on 
galvanized iron, and have ordered 
2 carload of furnaces that you will 


not dispose of this year. This is 
wrong business method.” 

“But,” Al insisted, “I have 
bought at a right price. I have 


bought at a figure that lets me bid 
on work at a lesser cost. Is it not 
good business method to buy at a 
lower price?’ 

“Buying goods at a quantity 
price is good method,” I explained, 
“but when you buy more goods than 
vou have ability to sell you are plac- 
ing upon yourself a duty you can 
not fulfill, and when the bills come 
due, you have no money to pay for 
them. You have right now, more 
goods on the floor than you can pos- 
sibly sell, and now you are worried 
how you are going to pay for them? 

t is all right to buy if you can find 

ar. outlet, but you are not finding 
an outlet, and you are stuck in a 
rut.” 

“But I got long terms,” Al in- 
sisted. “I have plenty of time to 
pay for the goods you mention. [| 
am not worried about that because 
I have the money to pay.” 

“Suppose you have the money to 
pay,’ I argued. “You have lost the 
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possibility of discounting the bills, 
and the goods cost you more than 
you should have paid. Suppose you 
could buy another carload of fur- 
naces at a low price, would you tie 
up your money just because you 
could buy terms instead of dis- 
counts? Remember, Al, you are 
not in business to buy terms. Terms 
are a weakness, while discounting 
bills is good business method. You 
owe more money than you have a 
right to owe, and have more goods 
than you should have. If you had 
more money and less goods you 
could show a better bank balance 
and more profit.” 

“What difference is it whether I 
have the goods or have the money? 
Are not goods money?” Al asked 
with assurance. 

“No,” I answered. “If you have 
money, you can discount your bills 
as you go along, but when you have 
more goods than you can sell, you 
can not spend the goods. You can 
not take ten furnaces and send them 
to the mills and get galvanized iron 
ior them. You must keep them till 
you are able to sell them. That is 
why goods are not as good as 
money. Unsalable goods are not an 
asset. If you went to the bank to 
morrow money, and you told the 
banker that you have a large stock 
of unsalable goods, he would put 
you down as a poor business man, 
and would refuse to loan you 


money. An overstock of goods 
that you can not sell is poor busi- 
ness method, and holds _ back 
profits.” 


“I do believe you are right,” Al 
admitted. “I begin to see where I 
am really wrong, but my intention 
was good, wasn’t it?” 

“Yes, your intention was good, 
but it doesn’t mean anything. It is 
poor business method. You had a 
quart of judgment, and tried to 
solve a gallon problem. You will 
never get along in business by try- 
ing to do more than you are able 
to do.” 

“Well, then,” Al asked earnestly, 
“What is the answer?” 

“The answer is,” I replied, “that 
you had better get on the job and 
try to dispose of the stock you have 
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at a profit, and prepare yourself to 
be able to do better business by 
learning better selling ability, using 
better buying judgment. Study 
business method and be better able 
to handle your business.” 

“How is that done?” Al asked. 


AND HARDWARE 


RECORD 33 


“The best advice I can give is to 
write the AMERICAN ARTISAN AND 
HARDWARE ReEcorD to give you a 
list of good business books. Buy 
them one at a time, and make busi- 
ness a study instead of a good in- 
tention.” 


Selling Copper at a Reasonable Profit Will 
Increase the Demand for This Lasting Metal. 


Copper Is Often Made to Bear a Luxury Price Which Takes 
It Out of the Necessity Class Where It Rightfully Belongs. 


PEAKING at the recent conven- 

tion of the Metal Branch of 
the National Hardware Association 
in Cleveland, Ohio, Thomas D’Ar- 
cy Brophy of the Anaconda Cop- 
per Mining Company, New York 
City, explained the growing demand 
for copper in many directions. He 
said : 

My topic, “Helping Sell Copper,” 
is one that interests me tremendous- 
ly. A man can work up a lot of 
verbal excitement if he wants to, 
but unless he really believes what 
he is saying he doesn’t get very far. 

I like to think, however, that we 
who mine, refine and manufacture 
copper are not alone in our belief 
in the Everlasting Metal. 

Our experience in connection 
with the intensive advertising cam- 
paign of the Copper and Brass in- 
dustries, begun about three months 
ago, would seem to indicate that 
this idea has a very real basis in 
fact. 

Scarcely had the advertising be- 
gun to appear when copper began 
to move in surprising volume. Ob- 
viously the advertising contributed 
but a very small, though important 
part. 

What it has done, however, is to 
give to copper the impetus neces- 
sary to overcome a state of inertia. 
And the result is a perfectly enor- 
mous demand which is traceable 
primarily to one fact, and that is 
this—the belief of the American 
people in copper. 

Copper is its own best advertise- 
ment. It needs but a chance and it 
will sell itself. For a long time 
copper was not available. It was 


drafted for war service. But now 
that copper is plentiful, people are 
showing their preference for it. 

Advertising is necessary to keep 
the public reminded—but the pub- 
lic knows copper for the durable, 
dependable metal it is. 

Now is the time for you gentle- 
men to sell copper. You who sell 
to the consumer are the first to ben- 
efit from a campaign of education 
such as the Copper and Brass in- 
dustries are carrying on. 

A total of 20,000,000 pages of 
advertising was printed by the Cop- 
per and Brass Research Association 
last month—practically all of it ad- 
dressed to the consumers which 
provide business for you. In ad- 
dition, we send letters to every -per- 
son receiving a building permit. 

We are about to conduct a con- 
test for the best photographs show- 
ing on the one hand the economy of 
copper and brass in building, and 
on the other, the wastefulness of 
the use of quick-rusting substitutes. 
Newspaper publicity, envelope en- 
closures for every piece of mail 
matter sent out by members of the 
Copper and Brass Research Asso- 
ciation, as well as by numerous 
sheet metal contractors, wholesale 
hardware dealers and others who 
have a contingent interest in the 
subject and whose cooperation we 
greatly appreciate—all this is a part 
of a carefully worked out campaign 
of publicity. 

We are, for instance, furnishing 
every member of our Association 
with a rubber stamp to be placed 
on all mail matter containing the 
phrase, “Copper and Brass are 
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Cheaper because you pay for them 
only Once,” this phrase being util- 
ized in our advertising to epitomize 
a great big truth. 

We have issued, among other 
booklets, one entitled “How to build 
a Better Home,” which is having 
a wide demand and interest. 

The first quarter of the book 
doesn’t even mention copper or 
brass. Why? Simply because the 
book is an appeal for better build- 
ing. The first need as we see it is 
for closer reliance upon the architect 
and the selection of a reliable con- 
tractor by the man who builds. 

I believe there is a distinct trend 
in this country in that direction, 
principally because of the multiplic- 
ity of building materials that are be- 
ing advertised. In the clamor of 
tongues there is confusion of mind. 

And the result is naturally a lean- 
ing toward expert guidance. 

The booklet on home-building 
is a part of our contribution to- 
ward an effort which should, in 
my judgment, be taken up vigor- 
ously with a view to showing peo- 
ple the tremendous waste entailed 
in much of the so-called speculative 
building that is going on today. 

The month of April broke all rec- 
ords for building construction start- 
ed. The first four months of the 
year rolled up a total figure that is 
just under a billion dollars for 27 
states alone. The total construction 
for the year has been variously es- 
timated at between $4,500,000,000 
and $5,000,000,000. Between 30 
and 40 per cent of this is residen- 
tial. 

For the first time since the war 
we are now beginning to overtake 
the accumulated shortage in current 
building necessary to provide for 
the housing of our population. 

But the country must be placed 
on its guard against an evil which 
has been growing for a long time. I 
refer to a certain species of specu- 
lative building. 

Speculation in building is perfect- 
ly legitimate. It provides the in- 
centive to construct the houses need- 
ed for the health and comfort of 


our people. 
But there is an all too prevalent 


AMERICAN 





ARTISAN 


practice of reducing quality to the 
minimum and price to the maxi- 
mum. The result is that thousands 
of families in this country are now 
paying—and their number will be 
greatly increased as a result of the 
present building boom—an invisible 
tax of very sizable proportions 
caused by the early need for whol- 
ly avoidable repairs. 

The following figures will give 
you some idea of how large this 





waste really is: 

The 21,000,000 residence build- 
irgs of the United States are in- 
sured for $91,700,000,000. During 
1918-1919-1920 the total fire insur- 
ance premiums paid on these build- 
ings was $340,000,000. And the 
loss ratio for the three years was 
30 per cent of that amount. That 
means a fire loss of about $35,000,- 
ooc a year. Yet, naturally the rust 
loss in American homes is about 
$625,000,000, through the wasting 
away of metal used for purposes to 
which it was entirely unsuited. The 
rust loss is about eighteen times as 
large as the fire loss. This item of 
rust loss is net, for, even contem- 
plating the slightly higher initial 
cost of Copper, the use of the Ev- 
erlasting metal in sheet metal work, 
roofing, plumbing and hardware 
would save that much for the na- 
tion annually. Of course, this loss 
is not entirely confined to the spec- 
wlatively built houses, but when 
you consider the cost of the use of 
cheap paint, poor lumber, and the 
lack of quality all the way through 
such houses, the total loss must in- 
deed be staggering. 

Charles A. Dana said: “There 
are th?ce classes of liars—plain 
liars, damn liars and men who com- 
pile statistics.” I didn’t compile 
these statistics, but they were com- 
piled from accurate data by careful 
people, checked and rechecked, and 
I believe them accurate—Mr. Dana 
to the contrary notwithstanding. 

The subject of prices is naturally 
a very delicate one. Good quality 
workmanship is entitled to its fair 
profit. If it doesn’t get it it can 
not stay in business and do good 
work—and we need more _high- 
grade workmanship, not less. No 
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fair-minded man expects to get his 
work done for nothing, realizing as 
he must that if it is done for noth- 
ing, he will most likely get quality 
in proportion. 

Sut I have in mind an experience 
of a man living in a small suburban 
town near New York. It is typical 
of other cases brought to our at- 
tention. This man wanted to renew 
with copper the leaders and gutters 
on a small residence. A local sheet 
metal contractor quoted him a price 
of $130.76 for supplying and erect- 
ing thirty-nine feet five-inch half- 
round gutter, thirty-six feet of three 
inch half-round gutter, sixty feet of 
four-inch square corrugated leaders, 
two four-inch elbows, complete with 
supports. 

Sensing the injustice of the esti- 
mate, this man went to New York 
and bought the copper material for 
$35. He then paid $20 for a day 
ard a fraction of labor of a man 
and helper. And the job cost him 
$55: 
“very business man knows that 
the sheet metal man was entitled to 
a fair profit on his job, over and 
above the cost of materials, carry- 
ing charges, cartage, etc. But by 
any stretch of the imagination could 
these additional items have increased 
the cost of this job 138 per cent? 

Copper is frequently made to 
bear a luxury price which takes it 
out of the necessity class where it 
rightfully belongs. 

Fortunately, the business acumen 
of sheet metal contractors is such 
that there aren't many who would 
do business on that basis. 


Vi 


me ¢ 


I have previously referred to 
what is perhaps copper’s greatest 
merit—its rust-proof, enduring 
service, but there are other impor- 
tent ways in which Copper affords 
economics besides through long life 
and absence of upkeep expense. 

The Twelfth Street Reformed 
Church, Brooklyn, is probably the 
first church in the world to have a 
copper shingled roof. The slate 
tiles, which heretofore formed the 
roof of the edifice, were found, 
when removed, to weigh over 28 
tons.. When the copper was put on 
it was found to weigh 234 tons. 
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This difference in weight in the use 
of copper means construction econo- 
mies of great importance. 

Some time ago, the roof of the 
Jersey City train shed of the Penn- 
sylvania Railroad was _ salvaged 
when the old structure had served 
its purpose and was being torn 
down. The copper brought for 
scrap as much as was originally 
paid for it. That illustrates an- 
other valuable quality of copper— 
its salvage value. 

These are all 
which mean dollars in pocket for 
the user of copper. But in addi- 
tion, the copper roof has the fur- 
ther advantage of a pleasing color 
effect which is natural, permanent 
and needs no renewal. 

Once the tide of popular favor 
begins to flow there is but one rea- 
sonable thing to do and that is to 
go with it. And I firmly believe 
that copper is moving and moving 
fast right now, as the result of an 
unprecedented public demand. 

Clearing business skies seem to 
assure the continuance of this de- 
mand. For like the good athlete, 
America has responded to a period 
of training, the surplus avoirdupois 
we all came familiarly to call by 
its first name—inflation—is gone, 
and the country is in the pink of 
condition. 

Estimates indicate that 
1922 a minimum of $150,000,000 
will be spent for sheet metal work 
or new construction—not counting 
roofing, for which approximately 
$120,000,000 more will be expend- 
ed; plumbing will entail the expen- 
diture of about $240,000,000 and 
hardware about $48,000,000. 

America was never a better busi- 
ness risk and the outlook for busi- 
ness men never brighter. You can 
count on the support of the Copper 
and Brass industries in helping you 
make the most of this rising busi- 
ness tide. 


considerations 





Ohio Sheet Metal Contractors Are 
All Ready for Convention. 


With the confident assertion that 
it is going to be the best sheet metal 
convention ever held in Ohio, the 
Zanesville Local of the Sheet Metal 


during | 
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Contractors’ Association of Ohio is 
carrying-on an intense campaign of 
publicity for the eighth annual con- 
vention of the State organization. 
The convention is to be held July 
18, 19 and 20, 1922, in Zanesville, 
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which is easy of access by six rail- 
road lines and two traction lines 
and which, in addition, is situated 
on the National Highway, offering 
a fine drive by automobile from all 
parts of the state. 


Describes Plan of Construction of Improved 
Ornamental Chimney Top from Sheet Metal. 


The Inner Panels Are Seamed into a Square at Their 
Corners Which Are Notched at the Bottom for Riveting. 


Written Especially for AMERICAN ARTISAN AND HARDWARE REcorRD by 
L. S. Bonbrake, Peoria, Illinois. 


OME years ago I had occasion 
to doctor a sick chimney in a 
new dwelling. It was very erratic 
and at times failed utterly in per- 
forming its functions, and as it was 
located at a prominent place on a 


building of somewhat more than 














CHIMNEY TOP Fig t 


Work in the construction of this 
chimney top as illustrated by Figure 
1 is started by first making a base, 
Figure 3, which is made to fit over 
the chimney as an inverted pan with 
the bottom band “A” fitting around 
the chimney suggested as four 
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Patterns for Improved Ornamental Chimney Top. 


ordinary pretensions, and had a 
clear exposure to the public, I sug- 
gested the idea of making a spe- 
cial chimney top I had in view with 
a little more elaboration than com- 
mon so as to work up to the general 
style of architecture of the build- 
ing. 

The top proved a success, and its 
plan of construction was given to 
the readers of AMERICAN ARTISAN 
AND HarpDWARE RECORD some 
twenty years ago. And now, hav- 
ing made and tested improved fea- 
tures of the original we pass it along 
for use by any one who may be 
interested. 


inches wide, and with the upper 
flange “O” appearing over the in- 
ner edge of the brick, three inches 
wide. 

The band “y” Figure 1, can be 
three inches wide and made to fit 
easily yet neatly around the band 
“o” on the base, as it is intended to 
slip over the base band o, and be 
permanently fastened to same by 
means of a copper wire passed 
through the clips x, on the band 
“y” and the metal covering the 
brick on the base, and when twisted 
firmly, will hold the base and the 
top section securely united. 

The outside of the chimney top 








36 AMERICAN 


body is made by using four tapered 
panels as C.C. in Figure 1, show- 
ing a panel as completed when on 
the chimney. 

They are made in height to con- 
form with the chimney in propor- 
tion. 

For a six brick course chimney, 
17x17 inches square, approximate- 
ly, the panels C may be anywhere 
from 24 to 28 inches long (the 
width of sheets) which will answer 
very well on a two storied dwelling. 

The opening, or hole in the chim- 
ney, will approximate 8 inches. 
Hence the length of the line “B” 
in panel C, should not be less than 
10 inches. 

The curved in end of the panel 
below the line B, which is formed 
in an O.G. to meet, and be riveted 
onto the band “y,” can be 3 inches 
wide which will allow its bottom 
edge to lap an inch for riveting. 

The width of this 3 inch O.G. 
extension is advised as 7 inches at 
the bottom, or line of riveting. 

The panel taper commences at 
the point at each end of the line B, 
and continues through to the top of 
the panel, 6 inches wide, or a taper 
of two inches on each side of a 
panel. 

The dotted lines “D” on the outer 
panel “c” indicated the location of 
the openings in the four inside 
panels, shown at E E Figure 2. 

A triangular hole is cut near the 
end of each outer panel as shown at 
F Figure 1, and is covered by a sec- 
tion of a cone riveted over to close 
its top and provide the opening “H” 
at the bottom. 

This hole F can easily be made 
too large to accomplish the purpose 
intended, as it is made to assist the 
smoke in egress from the chimney 
by a suction action between the 
outer panels CC and the inner 
panels W W, hence the hole “F” 
should not be as large in area, as 
the area between the two panels 
in order to prevent this space from 
choking, or the action of the open- 
ing F, being retarded by an over- 
supply of suction. 

The immediate space between the 
two panels above the hole T° has 
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an area of approximately 12 square 
inches. 

If the hole F is cut four inches 
at the base, with the apex 31%. inches 
above, its area will be seven square 
inches, and deemed about correct 
for good results. 

The inner panels have the open- 
ing E in each, the bottom of which 
is about two inches from the bot- 
tom edge of the panel. 

These holes can be cut one foot 
in length, with the top end of E 
one-half as wide as the bottom, the 
exact size of which is of course 
regulated by the size of the chim- 
ney top. 

Clips J J are riveted on to each 
inner panel two-thirds the distance 
to the top, and are provided for the 
purpose of holding the inner sec- 
tion rigid, and the proper distance 
from the outside panels, 11% inches 
at that location. 

The inner panels are seamed into 
a square, at their corners which are 
notched at the bottom for riveting 
as shown, when they are riveted 
to the outer panels at the line “B.” 

The upper ends of the clips J J 
are then bolted to the outside panels 
with short 3/16 inch bolts, as they 
are rather difficult to rivet here. 

The cover for this chimney top 
is made as a pyramid having four 
flat sides which are seamed at the 
corners, after having been sheared 
into a quarter circle, and given a 
half inch extension at the bottom 
for bolting onto the top ends of 
panels C. 

As shown, this will build up a 
chimney top pleasing to the eye, 
and practical in execution, produc- 
ing good results in a bad location. 

However, as the time expended 
will be somewhat more than in 
making an ordinary chimney top, a 
superior quality of galvanized iron 
should be used - not lighter than 
gauge 26 to insure satisfactory dur- 
ability. 





Announces Engagement of Ralph 
Blanchard’s Daughter. 


Announcement has been made of 
the engagement of Miss Virginia 
Elizabeth Blanchard, daughter of 
Mr. and Mrs. Ralph W. Blanchard, 
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816 Monticello Street, Evanston, 
Illinois, to Conrad Faber, son of 
Mr. and- Mrs. P. H. Faber of 
Springfield, Massachusetts. 





Narrates the Benefits of 


Legitimate Competition. 

Competition stirs us to greater 
efforts, not alone in business but 
in ourselves and in our human re- 
lationships, said W. S. Ashby, ad- 
vertising manager of the Western 
Clock Company, LaSalle, Illinois, 
in speaking to the advertising con- 
vention in Milwaukee, Wisconsin, 
Wednesday morning, June 14th, on 
“Competition as a Stimulus to Busi- 
ness.” 

After all, however, he pointed 
out, our personal competitions have 
a business influence. 

New possessions on the part of 
our neighbors cause us often to im- 
itate their example—and the conse- 
quent buying builds business for the 
firms which sell. 

A successful merchandiser is 
alert to the desire of the public for 
possession, he said, adding : “His ef- 
fort is to create a desire on the part 
of the public to the thing or things 
he has to sell, to stimulate compe- 
tition between owners and users. 

“Competition between owners 
and the stimulation of that compe- 
tition has done more to. boost the 
automobile business than any other 
one thing, because the automobile 
permits so many kinds of compe- 
tition by the owners. 

“Competition brings goods into 
the limelight. Advertising helps 
keep them there, and when skill- 
fully done, creates and intensifies 
desire. 

“A great many people do not 
realize it, but advertising has been 
the cause of more improvements in 
manufactured articles than almost 
any other one force, for advertising 
itself is the kind of competition we 
cali the attention of the public to 
in merchandising. 

“Somebody else in the same line 
does the same thing, and there’s a 
struggle to see who can make the 
best goods, who can put on little 
improvements, who can make his 
article more convenient and more 
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desirable for the consumer, and it 
is the competition of giving more 
for the money and lowering prices 
that increases the number of own- 
ers and users and creates more com- 
petition among buyers. 

“Business building competition is 
by no means confined to manufac- 
turing and retail business. Compe- 
tition is just as keen between towns 
and cities—yes, and between streets 
in a town. Let a small town pave 
one or two streets, and see the 
houses on those streets begin to 
brighten up. 

‘When one street gets paving, an- 
other wants it though both may 
have opposed it when talk of pav- 
ing was first started. 

“Let one man in a sleepy town 
put in a new store front, and even- 
tually you'll find other store own- 
ers brushing up their establish- 
ments, paying more attention to 
window display, all for the good of 
their business. 

“Good roads have the same ef- 
fect. If one town improves the 
roads approaching it, it makes for 
Letter business. Surrounding towns 
will get in line, and first thing you 
know roads in general are im- 
proved, with an increase in traffic 
and better business throughout. 

“The small towns complain that 
business goes to the nearby small 
city. The small city complains that 
business goes to the nearest larger 
one, and so on. 

“One thing for any merchant or 
any store to do is to select his com- 
petition. It’s just as foolish for a 
retailer ina small town to attempt 
to compete with the big store in 
the city on the high priced business 
as it would be for Benny Leonard 
tc challenge Jack Dempsey. 

“A lot of us often think what a 
fine thing it would be if we had a 
strangle hold on all of the business 
of our particular line in the coun- 
try. But every business needs com- 
petition, a class of competition that 
will force it to greater and better 
efforts. 

“Real competition is in service— 
service to the user, not in the busi- 
ness to be secured from him, but in 
the service to be rendered to him.” 
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Get More Service Out of 
Your Want Book. 


Make your Want Book of greater 
service to your business. When you 
buy the things noted in your Want 
Book, enter the quantity of the pur- 
chase, the date, the price you paid, 
and for whom the goods were 
bought. 

This information will be of much 
help to you in future purchases. 











Notes and Queries 














“Winner” Warm Air Furnace. 
From H. W. Wagner, Orangeville, Illi- 
nois. 


Kindly advise me who makes the 
“Winner” warm air furnace, also 
who handles it in Chicago. 


Ans.—It is manufactured by the 
Thatcher Furnace Company, 131 
West 35th Street, New York City, 
and is handled in Chicago by their 
Chicago office at 341_North Clark 
Street. 


“Spider” Lawn Mower. 


From Frank DeWeese Radiator and 
Repair Shop, 814 Barr Street, Fort 
Wayne, Indiana. 


Can you tell me where the “Spi- 
der” lawn mower is made? 

Ans.—It is made by S. P.. Town- 
send and Company, Orange, New 
Jersey. 


Galvanized Band Iron. 


From South Side Hardware and Plumb- 
ing Company, 1512 South Twelfth 
Street, Sheboygan, Wisconsin. 


Please tell me where I can buy 
some 26 gauge galvanized band iron 
5-8 inch wide. 

Ans.—Joseph T. Ryerson and 
Son, 2558 West 16th Street, Chi- 
cago, Illinois. 

Address of Superior Stove Works. 
From Stove Dealers’ Supply Company, 


310 Chestnut Street, Milwaukee, Wis- 
consin. 


Will you kindly inform me where 
the Superior Stove Works are lo- 
cated ? 

Ans.—This firm was at one time 
located in Chicago, but is now out 
of business. 

Celluloid. 


From C. L. Epps, 207 North Washing- 
ton Street, Van Wert, Ohio. 


Please let me know where I can 
buy celluloid sheets in dark amber 
and green colors. 


AND HARDWARE 


RECORD 37: 


Ans.—The Celluloid Company, 
317 West Adams Street, Chicago, 
Illinois. 

Bishops Quick-Work Forms for Gut- 
ter Ends. 


From Messenger and Parks Manufac- 
turing Company, Aurora, Illinois. 


Will you kindly inform us where 
we can buy Bishop’s Quick-Work 
Forms for Gutter Ends? 

Ans.—Friedley-Voshardt Com- 
pany, 733 South Halsted Street, 
Chicago, Illinois. 

Address of Coldwell Lawn Mower 
Company. 


From Henry C. Kamholz, West Mc- 
Henry, Illinois. 


Can you tell me where the Cold- 
well Lawn Mower Company is lo- 
cated? 

Ans.—Newburg, New York. 

Radiator Core Material. 


From H. Bitterlich, Alamosa Auto Ra- 
diator and Sheet Metal Works, 514 
Main Street, Alamosa, Colorado. 


Kindly advise me where I can 
buy radiator core material. 
Manufacturing 
Company, 413 East gist Street, 
New York City; G. and O. Manu- 
facturing Company, Replacement 
Department, New Haven, Connec- 
ticut; F. L. Curfman Manufactur- 
ing Company, Maryville, Missouri. 

Radiator Shields. 


From Harry A. Bailey, 54 West Main 
Street, Newark, Ohio. 


Please give me the names of firms 
that make radiator shields. 


Ans.—Zarco 


Ans.—Tuttle and Bailey Manu- 
facturing Company, 1123 West 37th 
Street, Chicago, Illinois; Hall-Neal 
Furnace Company, 1853 Ludlow 
Avenue, Indianapolis, Indiana; The 
Thomas and Armstrong Company, 
London, Ohio; Fred J. 
Manufacturing Company, 
ton, Ohio. 

Garbage Incinerators. 
From Ideal Furnace Company of Wis- 
consin, 660 Third Street, Milwaukee, 

Wisconsin. 

We would like to knéw who 
makes garbage incinerators. 

Ans.—Guardian Gas Appliance 
Company, 3409 Superior, Cleve- 
land, Ohio; Chicago Incinerator 
Company, 320 East North Water 
Street, Chicago, Illinois; Kerner 
Incinerator Company, 596 Clinton 
Street, Milwaukee, Wisconsin; and 
E. C. Stearns and Company, 450 
Oneida Street, Syracuse, New 
York. 


Meyers 
Hamil- 
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Review of Conditions in the Metal Markets. 


General Situation in the Steel Industry. Report of 
Prices and Tendencies in Sheet Metals, Pig Iron, etc. 


COPPER MARKET IS DULL 
AND HEAVY. 


A condition approaching a state 
of stagnation characterizes the cop- 
per market. 

Demand abroad has 
dropped to very discouraging pro- 
portions. 


from 


Consumers as well as producers 
are awaiting developments. 

More copper is available from 
second hands and some of the small- 
er producers would meet outside 
competition. 

Several large 
were attracted by lower prices pre- 
vailing a few days ago, apparently, 
requirements 


consumers who 


have satisfied their 


and retired from the market. 


One or two wire drawers, how- 
ever, are still testing the market. It 
is notable that large selling interests 
have little or no copper to offer. 

Second hands are more pressing- 
ly offering copper for any delivery 
throughout the year. Some busi- 
ness was done early in the week at 
135-8 cents f. o. b. refinery for 
fourth quarter shipment electrolytic 
and there were more sellers later 
in the day at 1334 cents delivered 
for July, August shipment. 

Temporarily, second hands are 
actually making the market. 

Consumers, apparently, are in- 
clined to await offerings. Wire 
drawers, rolling mills and _ brass 
founders have requirements cov- 
ered for June, July and some of 
them for August, at least partially. 

Domestic consumption of copper 
continues satisfactory, averaging 
upward of 20 per cent more than 
pre-war melting in this country, but 
the industrial outlook for the next 
two months, at least, is clouded by 
continued labor difficulties among 
miners and railroad operatives. 

In Europe the Russian and Ger- 
man problems are unsolved but the 
political and economic situation is 


less tense. 





General traffic on domestic rail- 
roads is improving and with lower 
freight rates to become effective 
July 1st a further increase in mer- 
chandise traffic is to be expected. 


Wherever decreases are shown by 
the carriers it is due to the falling 
off in the movement of coal. 

Tin. 

The decline in Sterling exchange 
has upset the tin market. 

Prices in Chicago declined from 
35 I-5 cents per pound for pig tin 
to 34% cents; and for bar tin the 
decrease is from 37 1-5 cents per 
pound to 36% cents per pound. 


Lead. 


Consumption of lead is going on 
at steady rate, but buyers have been 
impressed with the evident fact of 
reserve stocks that will have to be 
absorbed before any extravagant 
limits are reached, and are conse- 
quently less anxious about supplies. 

The slackening is also to some ex- 
tent seasonal, but the position as a 
whole is sound, no selling pressure 
is in evidence, though a few outside 
lots in second hands have made 
their appearance as usual when an 
advance slows up. 

Joplin advices state that limited 
production of lead generally is aug- 
menting the demand for the output 
of that district, with a continual ad- 
vance in prices. 

Chicago prices of sheet lead ad- 
vanced 75 points during the week. 
ull coils increased from $8.25 per 
hundred pounds to $9.00 and cut 
coils from $8.50 per hundred pounds 
to $9.25 per hundred pounds. 


Solder. 

In the Chicago market, prices of 
solder declined. Quotations now in 
effect are as follows: 

Warranted, 50-50, per 100 
pounds, $22.00; Commercial, 45- 
55; per 100 pounds, $20.50; and 
Plumbers’, per 100 pounds, $19.25. 


Zinc. 

The reports of activity of the 
sheet impressive and 
though they are evidently well sup- 
plied for early requirements, it is 


mills are 


thought that the scale of their op- 
erations should shortly result in 
further purchases of zinc. 

Undoubtedly the disturbing ele- 
ments of the coal strike and the rail 
strike threat are influencing buyers 
to use caution in their engagements. 

In the absence of export business 
the market depends at present on 
the domestic demand, and the tone 
is still easy, though in the main the 
position is pretty sound. 


Production is still on a narrow 
scale, the producers are in general 
well booked for some time to come, 
the shipments going out on June 
contracts are large, and the reserve 
stocks will undoubtedly show fur- 
ther reduction this month. 

Certain interests, in fact, were 
reported to be over-sold for June, 
though no sign of a short account is 
immediately apparent. 

Certainly the present light de- 
mand makes the moment favorable 
for forcing tactics if employed and 
according to some views expressed 
the course of the market has re- 
ceived some such aid, though it is 
more probably due to listlessness to- 
gether with some profit-taking. 


Sheets. 


There is more premium business 
being done in automobile sheets 
than in black and galvanized, while 
there is very little in blue annealed. 

While premium prices continue 
in the market, the wide range of 
prices seen in May has disappeared, 
the premiums having crystallized 
quite generally on $2 a ton on blue 
annealed, $3 a ton on black and gal- 
vanized and $5 a ton on automobile 
sheets. 

In the case of the last named this 
is not the limit, however, as a sale 
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of several hundred tons of prompt 
at 5.00 cents or $10 a ton premium, 
is. reported. 

A question that has been dis- 
cussed in the trade is the character 
and extent of price guarantees. 

It is clainied that in occasional 
instances written price guarantees 
have been given, but whether 
against the leading interest’s price 
or the general market at time of de- 
livery is not specifically stated. 


Tin Plate. 


The tin plate market is quite 
steady at $4.75, Pittsburgh base, 
which has been the regular or ofh- 
cial price for a long time. 

Some months ago there was ex- 
tensive shading of this price, but 
at the present time there is little if 
any shading though there are prob- 
ably quantity differentials in the 
case of some large customers of the 
independents. 

The leading interest has had 
heavier production this season than 
would be indicated by its percentage 
of 80 per cent operation, for the 
reason that it made arrangements 
late last year with some large cus- 
tomers whereby plates were made 
up in advance and thus the produc- 
tion was spread over a long period. 

Independents, which were operat- 
ing at about 90 per cent for quite a 
while, are now down to about 75 
per cent as an average. 


Old Metals. 


Wholesale quotations in the Chi- 
cago district which should be con- 
sidered as nominal are as follows: 
Old steel axles, $15.50 to $16.00; 
old iron axles, $21.50 to $22.00; 
steel springs, $15.50 to $16.00; No. 
I wrought iron, $13.50 to $13.00; 
No. 1 cast, $15.50 to $16.00 all per 
net tons. Prices for non-ferrous 
metals are quoted as follows, per 
light brass, 41% cents; lead, 4% 
cents; zinc, 24% cents; and cast 
aluminum, 12 cents. 

Pig Iron. 

The iron trade continues to broad- 
en, according to the report of the 
Matthew Addy Company, Cincin- 
nati, Ohio. 

“Recently we have interviewed 
scores of melters of iron and each 
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and every one of them reported 
that his business was 
Furthermore they all agreed that 
the prospects for further increases 
were good. 

“Even the agricultural implement 
trade which was given a fearful 
black eye by the slump in the price 
of farm products is looking up. We 
the slightest doubt that 
consumption today is greater than 


increasing. 


have not 


production. This in spite of the 
fact that in the past month quite a 
number of furnaces resumed opera- 
tions. 

“The May buying 
was so extensive that it seemed then 
that all the iron that would be need- 
ed had been purchased. But this is 
not the case. While there is no ex- 
citement in the market, yet there 


movement 


continues to be a steady placing of 
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orders—and one good thing about 
this buying is that quite a consider- 
able part of it comes from concerns 
that are finding they need more iron 
than they had anticipated.” 

The Matthew Addy Company’s 
report is corroborated by the report 
of Rogers, Brown & Company, Cin- 
cinnati, Ohio, who declare that the 
pig iron market is strong with every 
indication it will continue to gain 
strength as the year progresses. 

Sales have gradually 
since the sharp falling off the first 
week in June, following the an- 


increased 


nouncement that freight rates would 
be reduced on July Ist. 

The melt has been increasing and 
furnaces are called upon for such 
heavy shipments that they are not 
only moving their daily production 
but also cleaning up yards. 


More Advances in Jobbers’ Prices of Steel 
Are Looked For in the Very Near Future. 


Prices Are Firm and Steady and There Is a Notable 
Absence of Cutting as Well as Asking of Premiums. 


ESTRICTION 
and the sold-up condition of 
the steel mills, together with the 
insistent demand for prompt deliv- 
eries, is operating to throw an in- 
creased volume of business to the 


in production 


jobbers. 

In the New York territory steel 
warehouse interests report that the 
month was the best in volume of 
past month was the best in volume 
of sales in almost 18 months, and 
that to date there are no signs of a 
diminution in demand. 

Judging by orders received dur- 
ing the first two weeks of June 
business for the current month is 
expected to equal that of the past. 

Shapes, plates and bars have been 
the most active lines and sheets less 
active. Some two weeks ago the 
heavier rolled products were ad- 
vanced in price from $2 to $3 a ton, 
as were blue annealed sheets, while 
black and were un- 
changed. 

Of late, however, the sheet de- 
mand has almost paralleled that of 
the heavier products. 


galvanized 


Another advance in prices is 
looked for in the very near future, 
which is expected to embrace the 
entire list. 

Warehouse stocks in that terri- 
tory are the largest in the history of 
the business, having been filled out 
some weeks ago, when prices were 
at the bottom. 

Pipe and tubular demand in gen- 
eral is somewhat heavier than for 
most other lines and the rate of pro- 
duction at the pipe mills has been 
speeded up to about 80 to 8&5 per 
cent of capacity. 

Prices are firm and steady, with 
an absence of both cutting and the 
asking of premiums. 

Indications as a whole point to the 
fact that running 
short of requirements. 

The demand for nails has been 
decreasing for several weeks past. 

It would seem that in all lines 
the leading interest booked orders 
at the rate of 86 per cent of capac- 
May, which compares 


shipments are 


ity during 
with 115 per cent in April and co 
per cent in March. 
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PIG IRON. 
Chicago Foundry.......... 23 70 
Southern Fdy. No. 2........ 25 16 
Lake Sup. Charcoal........ 25 50 
PIONS 6.b'c he cesdvesesece< 23 70 


FIRST QUALITY BRIGHT 
TIN PLATES. 


Per Box 
Ic 14x20 112 sheets $10 00 
Ix LERBO. co cccccsee 11 25 
Ixx 14x20..... secoee OS 
xxx 246298. wccccceces 13 9D 
CEE 9146280... 220% eooe 16 36 
Ic 20x28..... écoeee 8 OO 
Ix SONRB cc cicccccess 22 60 
Ixx Ps s<00se0e4 - 265 20 
IxXxxX BORBB.ccccccccee BF SO 
IXXXX 20x28...... conse OD 


COKE PLATES. 
Cokes, 180 Ibs... 20x28 $11 80 
Cokes, 200 lbs... 20x28 12 00 
Cokes, 214 Ibs...IC 20x28 12 35 
Cokes, 270 Ibs...IX 20x28 14 10 


BLUE ANNEALED SHEETS. 


WAS. cccccccecces per 100 Ibs. $3 38 
ONE PASS COLD ROLLED 
BLACK. 

No. 18-20....... per 100 Ibs. $4 25 
He. 33-34... 60 per 100 lbs. 4 30 
MO. Beccccccces per 100 lbs. 4 35 
BM Bea cvewvscass per 100 lbs. 4 40 
SO Bee vecewsons per 100 lbs. 4 45 
BE, Bec cesvecese per 100 Ibs. 4 55 
GALVANIZED 
BN Bi ccacccuns per 100 Ibs. $4 70 
Be. 18-30. ....6. per 100 Ibs. 4 85 
eS eee per 100 Ibs. 5 00 
ae per 100 Ibs. 5 15 
a : Ferree per 100 bis. 5 30 
DN Genesee nen per 100 Ibs. 5 45 
a. re ee per 100 Ibs. 5 95 
BAR SOLDER. 

Warranted. 
Beene cesses per 100 Ibs. $22 00 
Commercial. 

Ge vescas per 100 lbs. 20 50 
Plumbers ...... per 100 lbs. 19 25 
ZINC. 

De GD sovavccavetetoewnes 5 90 

SHEET ZINC. 

Cask lots, stock............. 8%c 

Less than cask lots........ 9 
COPPER. 

Copper Sheets, base........ 20%e 
LEAD. 

MeOTeeee FES coc csccsiveses $6 15 

Dl. Skheakaedbeadscasaenene 6 90 

Sheet. 

Full coils .-per 100 Ibs. 9 00 
Cut coils -_per 100 Ibs. 9 25 
TIN. 

Pig’ tim. .ccccccccvces per lb. 34%c 


HARDWARE, SHEET 
METAL _ SUPPLIES, 
WARM AIR HEATER 
FITTINGS AND AC- 





ADZES. 
Barton's eecece cascoeoe .-Net 
White's ccccccccccccccccees Net 
AMMUNITION. 
Shells, Loaded, > 
Loaded with Black Powder 18% 
Loaded with Smokeless 
Powder .ccccccccccce o++-18% 
Winchester. 
a Repeater 
Saas 60% -.20 & 4% 
Smokeless “Leader 
Brae cccccece e020 280 & 4% 
Black Powder ...... & 4% 
v. MC. 
Nitro Club ceccccccces 20 & 4% 
Arrow ..... cocccesooene @ Se 
New Club .......2++..20 & 4% 
Gun Wads—per 1000. 
Winchester 7- 8 gauge 10&7% % 
9-10 gauge 10&7%™% 


- 11-28 gauge 10&7% % 


ASBESTOS. 

Paper up to 1/16........ 6c per Ib. 

PEE cvccceccocces 6% 

Millboard 3/32 to %.... 
Corrugated Paper (250 

sq. ft. to roll)..... $6.00 per roll 


AUGERS 
Boring Machine.......... 40&10% 
Carpenter’s Nut 


Hollow. 
Bonney’s........ per doz. $30 00 
Post Hole. 
Iwan’s Post Hole and Well 
eer alr 30 and 5% 
Vaughan’s, 4 to 9 in., with- 
out handles per doz. $14 00 


AWLS. 
Brad. 


No. 3 Handled..per doz. a % 
No. 1050 Handied 


Patent asst’d, 1 to 4 = 3 
Harness. 
Common ........ per doz. $1 05 
PE  ace0eenees - 1 00 
Peg. 
Shouldered ...... _ 1 60 
Patented ...... - 75 
Scratch. 
No. IS, Socket 
Handled ...... per doz. $2 50 
No. 344 Goodell- 
Pratt, list less...... 35 
No. 7 Stanley....per doz. 32 25 
AXES. 


First Quality, Single 
Bitted (unhandled), 
© Gite SP iis onecesseene $11 00 

Good Quality, Single 
Bitted, same weight, per 


Me é&¢50xss400ee0nenenee 10 00 
BALANCES, SPRING. 
Universal. 
Sight Spring...... List less 25% 
eee List less 25% 
BARS, WRECKING. 
we OS Bh DP. Bbadccccsovecs $0 45 
Trae a Beh Bic ccavecescee 0 75 
7, ae ae BE Dic cecucccses 0 80 
>, Ee a. Be. Bo ccécousecee 0 85 
Vs @ RB. WO, BWccesccesces 0 90 
BEVEL, TEE. 
eee Rosewood handle, new 
occescuceseueses cooeccdeeen 
mA Srem BORER. ccccacccs Nets 
BINDING CLOTH 
DD Setcoveceedeceaabesteses 55% 
DD 6 ctecdisawee 6800e0ne eee e 40% 
POSE, Plates ccccccccccesecs 0% 
BITS. 
Auger. 
ennings Pattern.......... Net 
ord 0.646 00% ceevene 25% off 
WOOO BRD c cc cevccccte 5% off 
eer 5% 
Russell Jennings...... less 10% 
Clark’s Expansive........ 33% % 
 si¢ueenene e japmeka 10% 


Countersink, 
American Snailhead........ 1 75 
os Rose 


- Flat ..ccccccccee 1 40 


Dowel. 
Russel Jennings ......plus 20% 


Gimlet. 
Standard Double Cut Gross $8 40 
Nail Metal Single 
= e+++e-Gross $4 00—$5 00 


Ream 
Standard Square. -+-Doz, $3 50 
American Octagon.. 2 50 


Screw Driver. 
No. 1 Comomn....... Each 18c 
No. 26 Stanley........Hach 70c 


BLADES, SAW. 
Atkins 30-in. 


cpeg ed 6 
$8 90 33° 45 35° 40 
om 30-in. 


BLOCKS. 

Wren | o<cewnnseeses ceceee -20% 

PER nck o-sdecedcecsvonsass 20% 

BLOW TORCHES (See Firepots). 

BOARDS. 

Stove. er. Doz 
26x26, wood lined....... 14 4 
28x28, = Ss eeceeves 16 95 
30x30, 7” ” seechue 19 00 
26x26, paper lined....... 8 15 
28x28, SS peeaes 9 10 
30x30, a o eagaees 10 80 

Wash, 

No. 760, Banner Globe 
OOD . g06004< er doz. $5 25 


No. 652, Banner Globe 

(single) .......per doz. 675 
No. 801,Brass King, per doz. 8 25 
No. 860, Single—Plain 


PUMP ccccccccccoccces 6 25 
BOLTS. 
Carriage, Machine, etc. 

Carriage, cut thread, %x6 
and sizes smaller and 
SMOCCEE cccccccceces 0 & 5% 

Carriage sizes, larger and 
longer than %x6...50 & 10% 


Machine, %x4 and sizes small- 
er and shorter 60 & 10 & 5% 


Machine, aizes larger and 
longer than %x4....60 & 5% 
OO COE ere 80% 
Mortise, Door. 
eee, BOR cecccocscecesece 5% 
Gem, bronze plated........ 5% 
Barrel. 
TS sccecs esveccccecs ecccece Net 
WUOUEES coccccsocccocceeocs - 
Wrought, BOONE . ccecccess ” 
Flush. 
WrOUGht ccccccccccccccess Net 
Spring. 
WHOUEME 3 cccccccecccccccese - 
Wreugmt, RORVF ccccccceces = 
Square. 
WHOUEME ccccccceccccccsces - 
BOXES. 
Mail. No 4 
Per doz. .$18 bo $23 00 $29 "00 
Cast Iron. 
PUP GOR cocccceescsecees $9 60 
Mitre. 
DEE. ccccccess Net Prices 
Stearns, No. 2..per doz. $48 00 
BRACES, RAsoums. 
Goodell-Pratt No. 408....... 4 60 
e a No. 410 pte Gubs 4 80 
a - BUG, 688. cccces 5 00 
VV. & DB. Ma 466 & Mai.ccccces 4 65 
V. & B. No. 333 8 in......... 4 30 
V. & B. No. 222 8 in......... 4 00 
V. & B. No. 111 8 in......... 3 50 
7. ee. BS © Bec ctcneve 3 05 
BURRS, RIVETING. 
Copper Burrs only.......... 50% 
Tinners’ Iron Burrs only....Net 
BUTTS. 
Steel, antique copper or dull 
orees ———y — lots— 


--per dozen pairs 


%x3%. 
ro} 


Heavy Bevel steel inside 
sets, case lots— 
cosencegeus er dozen sets 

Steel bit oes front door 
SOUS, GBC ceccccsccccses 

Wrought brass bit keyed 
front door sets, each. 

Cylinder front door sets, 
GRE cccceeccvecorvececss 


Double 
Inside and Outside 
Wing 


Taree eee eee ee ee eee 


CARRIERS. 


Regular.. each, nets 
Sling...... 


Hay. 
Diamond, 
Diamond, 


CASTERS. 
Standard—Ball er | a 


18 


Brass. Wheel eee seeeeeee ee LEH 
aren i. . pace wheels, 


list 
Philadelphia | 'Piate, 


new 
Martin's TITTTITITIT Trier. | 
CATCHERS, GRASS, 
No. 160S.........-per doz. $12 25 
BUG. BGR. 200000042 1 
Cc , FURN. 
American Seal, 5 Ib. cans, net $0 45 
10 Ib. cans, * 90 
2 “  251b. cans, “ 1 87 
Asbestos, 5 Ib. cans..... “ 46 
Pecora, 3B. GCBRB..cce. * 46 
- 10 Ib. cans..... “ 90 
” 25 Ib. cans..... “ 1 87 
8. 
Breast Chains, 
With ee, - 5 Gen. pairs, $5 66 
Without’ ‘Slide. nie 5 06 
Doublestack 9 9 35 
With Covert ‘Snaps = 6 33 
Picture C 
Light brass, 3 ft., per doz. : a 
7 brass, 3 ft. 
Sash Chain. (Morton’s) 
a per 100 ft. 
060esebenbeses eee Ff 
2 neseueebeenes encevensoos BI 
ad ah nees eee s -. 3 60 
Champion’ ‘Metal. 
o6n1 Gasetones ° 5 40 
aR oes eceeeness eevcocccce 5 60 
00 60080960000000600000 7 75 
eels Metal.— Extra men | f m 
Onise Sash Chain 
BOOM... ccccces List Net Plus 15% 
A es CARPENTERS’. 
POD 60sass0n0eseced per gro. $2 00 
Rea coevcesececeose 2 00 
WES casvceoeccess - 1 80 
Common White School 
CFAVOR cccccccces = 0 30 
CHIMNEY TOPS. 
Em BABB. ccccccscces per bag $1 80 
CHECK, DOOR. 

Camtim .cccccecsesecocces Net list 
ee eee Seesseoce Net list 
CHISELS. 

Cold 


Good quality, % in., each $0 44 
“ “e % in., rT) 0 22 
Diamond Point. 


V. & B. No. 15, % in....... 0 23 
V. & B. No. 15; % imn....... 0 48 
er Bevelled 
Bound in 
Lf = = ae . 3 = pocasas :s 
; . No. ishs.éea 
Socket } Oh 
Cape 
Vv. & BD. Mo. 60, & ere 0 29 
V. & B. No. 50, % fm....... 0 64 
CHUCKS, DRILL. 
Goodell’s, for Goodell’s Screw 
ere List less 35-40% 
Yankee, for Yankee Screw 
DFIVOTS cccccccccccecscess $6 00 
CHURNS. 
Anti- “eae Wood, 
ih «ssb0eseer 7 10 
ech eeeeete $3 00 $4 60 4 85 


Belle, Barrell..........65 & 7%% 
Common nape ° 


Gal. - cecccscesecs 5 
Per doz.. Lioseneness $17 00 19 00 
MPS. 

Adjustable. 

DEGGIE caccvceceenseéesss 30% 

No. 638, Screw......e0++-+++ 20% 
Cabinet. 

Screw cecsece Seecesoecoces 20% 
Carpenters’. 


Steel Bar..List price plus 20% 
Carriage Makers’. 
2%- “Ineh...+++++.Der doz e : ++ 


a o © coseecece ma 38 00 
IB oe * ccccosece - 42 00 
Hose. 

Sherman’s brass, %-inch 

POF GOB. cccccseccccess $0 48 

A brass, %-inch, per 1 20 

Saw Filers. 


Wetaerare No, 1, te a: No. 
2, $18.25; No. 8, $16.2 


CLAWS, TACK 


Wood hdl. No, 10. per doz. " 15 
Forged steel, wood hdl. 16 
Solid steel .......... 3 28 
GONE bess6eibstens eo = 50 
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Malleable CLEVISES. 
melt (Car cLI PPE een Ib. FACES, WOOD—50% 
Qe . tewn fee Ee off list. Tinner’ 
ag 1 scat halides acaatigil 3 ence, sing! . ers Riveting = 
 tbtabe: eososonesessnrsianam eS. Sot P ‘ae, Shoe Hex ne” Me. 2, 8 
+ rere sonnponntn. a 42- tence, | single spac -$ 9 12 10, Steel, No. “i, “18° ‘oz., Os a 
Axle CLIPS, +++ 425 Lawn fen a om *°*ss=s Pov oz., Japanned... . 
sot eeeaesuenes 32- ce, “double cttvnens Ge oe Ma ° teeeeeee 73 jalvanized. nega doz. 35c0— 
— veces e 65&5% Lawn — pe space, anette, Conductor +t 00 
omy = * tan pieces riggs fence, doubie space 12 50 © 6, each....0. se ee hooks 2 26 
i Mg RR Se EO ‘ —eneene EAE. Cor woven. Ans - 
Non Rivet geneuess= so ..$125 to foe Mae ew 2 Farrier sss HEAVY. ao Aneoteseasensg pes 50-10% 
oi er doz pieces, =e sae bottom No. 10 Mason ae ie Common, rivet ..-Net 
ivet Clips: : ceccccce 25 Field . 6 filling... lling 26 50 Single eoeves 20% Little Gian ed, wen, per d 
See jinesticnes 90 top —,. 32-inch, No. i0 33 82 and Double Face....5 co Ravens am oy 
COLLARS, 8° 7 s ottom 0 -.+-60%  Bordos 903 

Lacawered. STOVE PIPE. — —_ ° ee = mas © Agricultural fool. set 4428-3 25 

Fancy pattern, . @ 8 eepenne ¢ (American) RAGES. — nch, plain...per dos. $3 50 With sate 340 3 50 
rn, can eee ommo th screw...... per a 
per oz pS” i hin gag 000 10% P non Assorted, Pict rew.. oz. $1 0 
seneee 65c 7 aa ek eocercccecere 4 ratt’s A per doz. UD. howd cottel 4 
annual ce Be $400 Bagle Diamond ....... 6 10% Ives" ro ~~ pp aes $0 75 Potato and Manu M. 0% 860% 108 
stteeseeee Basle oes ceeeeceeeeegas -10% ustabl _—— Nets 
Cc edi ¢ Western ........@ e- 

ag rr Br me 16% iE etielle ebigeni 2121011140" @ 10% ‘Hickory, No. 1. per set 185% -inch HOSE. 

me tee bonviers +.B McClellan ....++..+++«! fo & 10% . ist quality, « go DOr Gos. § 08 Mlinch 3 ply duck. Pere 

wees eee ae oseece a " se eeers 

TE -abelopearese SRT ooscaey, Sh See Simonds. ooo cccece So Se-teee Special ie. acgga eum 4 em A SER iste 

1% Ib. sesecesecsceces “ rt > = Barton anise cess ecee nas “oa Chisel. e, 2nd growth 4 Se neh 5 ply multiple weesee 1éc c 

eee bette he rd a oat ae 5 ee ckory, seeess 
ae - ee ae bere “Net List w Assorted sn Firmer . IRONS. —— 

Staeene- ORD. c Gye & rink POTS es, Socket. Fitme doz. 55c eaccens 

8 s— Sa r, ‘0 oes 

Sash. ite Wire.......+.. 60 & 5% Province pe ge MO line of Deittine’ a caebeb pases per doz. 70c N 100. Ibs poiisiieds per $11 60 
Spot ee one 3 eo Canada. _ oe ee 40% No. ane Asbestos. . 
ommon, No. 7..... per Ib. 65c¢ Amarillo ansas, Oklal Ne- mmer and Ha Commo 

COTTERS, SP ato | Wonk fone Angelo and Le: ee ao — ure rete piatea.. 

as @iak occas SPRING. Fede, ‘TOEAS.. . - -- +++.» La- econd growth No. 50 J. 8 26 

coueanas. iene 87 line mp ae ry BR doz. ... hickory, per No. 55 J Enterprise, pe 

Brass UPLINGS, .87%% Turner Brass Works— undry ay and Manure Fork, Han- No. : r set Nets 

HOSE Bra nu 12 50 T 
eeeee ps: +eesper doz, $2 os 7 SS Works— rere yi dies, Strap wo Pe Han- 0 No. 55 T “ ne 
Standard ga UT-OFFS 0. 43 Kero E eebsertbbasraneses errule.. ‘ ; “ pe 
M sene- a. w D per d 
Standard eaugesseweeweoseo BSN aster ‘Porch, 1 at.--- assorted. on'$7 00 Wagon, J CNS 
a ae cos ee a ae Ree 
e e Sarg ered en , hn z. 

Red Devil.....  Gagolene,. 1 int Tecan SS ee HANGERS. - Each ...... endive’ 
Ment. 0060000006000 Net ‘Tor = RRS 6 seenes 6 95 Matchless Standa a ee i . ° % 60 $0 se 
a ge ES Noe $s Size” a ta Reliable ...--..+.s.+. — i y 00 
ch ....$3 50 4 12 Tt ge Rh ecu aeeenae Sartre a Net Mt atectevocke $0 60 
a Nos. 22 2s $3 75 Pienbess” Fe + apes ene ps >. Sesceoosooeers 25% rie, TB atic eetahetaiety 1 $1 0e 

maces. yet gebsameleeatets * 
Seow a ee < ~~ Iron Tank ¢ as Pipe. Door Hdw.) To sscaaceeeeauaeeeseneas {0 
an’ © Door Haw.) =, KETTLES. 
Each a Now 2 3 .— Salty. Ieee Teun 6 75 pailoor, Bo pada ae toe BESSSES. 

“5 oy Kraut. - F. 73 675 #£No. Be PT 7 pts agate Eaves ‘Trough. BF Ssctinceces Net a DRORESE aa awaN Cees 15% 
-knife Kraut. er doz Tank pht Side Steel’ 47 ‘Tri ngers eS 40&6 
3-knife Kraut. $20 00-55 No with Bulb, Steel riple twist wire........ (| E Ranaieachaka lyr atieleoenlgg 23 

fe - 3 % Mile OS haba pil wens ea per lb. 2 
Pe eae to TS ea = 7 pts. 8 82 en. ereet* See sawerasesntaess 7 
; Kiet OM ¢ e Mil UE oa Sa cok watt! 90% GEEOE 2.200. ++000-eereee 40&10 
1-Rnige Slaw as Saar 13 00-18 00 Xe with Pump, °7 pts. 9 54 Miloor Fp “Sonali ne eaten ect Net aNIvEs seeeceees 50a 
oe 50 AR , : Sg ena mage: et Bee s. 
ee 3 00 Pails (com te eeeee Net ee rns: 
nee eee 10-q petition) r doz, Hin HASPS e, 9-i 
DAMPERS : mae Wee sane » S-qt....1 65 ge, Wrought, wit! com OAs, Senter & 

Diamond , STOVE PIPE. 12-at. micah : hic Fer Hens. “1 85 H » with staples, Net ON) SS “i etelieadhet dea deaat tase, 
6-inch a ns Wash at ae oh. : ete yaenes 3 00 ATCHETS. Syme. Spi iste genemnpaaree: He 

ccvccess per No Cay iitekkdadeniey 3 ech w cate 

Post Hole. — NO. Boverevecereserereeres é $e = broad 2 extra quality. doz. — Beechw Seerprererrer 6-inch 
w Ens Ae ete: 0 ompetitive Grade wood Handles. 7-inc 

a GARAGE Doon WARDWAME come Warranted Shingling oe 98 mented Wanda “é ich 
4-ft. Hand Snebiediene aie E ompetitive For “shingling bia wood Handle a cee alietenacedat ld 5% 
= oe eG oo Markin GAUGES. — HAY Rm eecece *§ 00 Cooper's” Saeyvrerereey o-taeh 
twent A aucune gual doz. 2000 Whe & Bee Se. N Wenzieman’s <3 BRACKETS ——- = ETT ed 
doz. . ern, ER RMeRRIS ets wir 3 . RE 

Div oe. Wing’ ie ae Sf a ee ss Wenzleman’s Song doz. sets $18 0 re a tage » 

a cccsccessyy 4“ eeunt GIMLETS. tT per : ° Adjustable soa oe eeee He4 

- Ty Mt wecccccees 65% and Blind. ae sets 19 20 _ . penters’ a0 08D 

la " G 10% z n’s Sol 5 
1) eed Twist (New Sagte a, Strength, A Clark's Quexty Heath's . od Socket cecccce 25% 
on 4 reese oe “ae “Strength, A’ ells NO. Lisseevesseesses per iwan's Impa saassoonsscocdae 
— Falls No. 12, all sizes — h, A and B, % Gage. seer eeeereeeees aes He iat p’d Serrated.. 35% 
lth ti i x allenge 7 
— Falla No. 11: aoe B GLU -- 85% H arks........ Di ISO asec 
perebe*taes* ses ulk. E. gs. & ue sston’s No. i.......... 
mas ~ Reeve me He, B28, ree ot oo B Ameer Hinges only— Sie 1°10 2°40 a Ae SESSESESEEL 
yerhemg FC WE cons cnc +++-per Ib. — 7 os: 
Goo , = & Amber...... 35c ae tess a settee eeee 
Sang Asmat ube Becctscccccsce, ORG a. prrteie Leseseee Gt 26 SORES Biieeennieesietce 
ous abate: ..each $1 60 rly & Navy ac eocceces rey Handle .. 
ell- Pratt N ‘sens “ 2 es Cok 40 Se oO. : Hoes Tpseaggalaleg eae each 28 een Sago ee ded ioe 25% 

Goodell-P oO. 4% “ 00 List “A” %o <—_ier. “ c eeccees 5 

eeciemeanitin No. 379. “% 3 3 List “Ry ereereseseee 37% % 175133. a 28¢ Door, KNOBS. aah 
ca. SE Wiens cniecienanned 35% epee 2exth Bet doz. $2 00 ee 

set teeeeeee “ creer e ee 2S : wo igen 19 orcel seececee DOF 

etntenen SCREW 8 20 Wood Be a Sumace. AXLE. % Chicago De ous aes a 8 5 = Jet eel sreeeees doz. $2 90 

. EAVES TROUGH. on TAZers .«- +--+ Pamanseteoorebenses ott  xanoan eS 

— = of Standard’ L Nets wood Lightning. sro. $13 00 weer dose eee eel pe seca “2. — ; 

eeneses r ist. a eeeeeee ght I seen r gro . lo om 
ELBOWS-_Cenduck agers Fraser's, 15 Ib. $1.00; Per'100 pairs as'$8°90 © Gommon; with Sheif, 
Galvanised Steel. Sneter Fine Hub’ Lightni 00; 25 Ib. Heavy Strap Hinges, No3 Ehatlen ; with Shit, “aaa ieee 
° n Pay Hinges Nord #12 90 Ke MO IO Aten. 
3 to'6 inch, Round Corrugated ee Light | Hinges... No. 416 75 10 to 16 fle. fees. s.ee. be 
to 6 i gau HAFTS eavy T H No. 8 MS Rt epee ede .. 55e 
2 to 6 inch, 24 aa. — + am Extrf Heavy T'Hinges, i oe —— we 

Mileor ...... 24 gauge eee tt <— coeeeee DOr Screw Hook ai — Mona 7 

Square Corrugated, Patent, plain doz. $0 35 6 ree o and sirap.. 4 21 50 Diets No. 2 aa ry oo, 
Standard gauge — Ee.*t: = » Base: -Per 100 Ibs. $7 7 SS blast... 18 00 

Mil gauge ... eeeeee «2+ 50% wing. top “ 22 to 36 i “ 5 om petitio TTTTITT TT 0 
COF ..6. eee | Ca wea = ay i ‘Ey P i HH tubular. lanterns No. 0 . 

ELB ” Scie nenm aaa atent . sere eeee “ | =e e. LEA tee eee eee ee eee ' 
i-plese ows Stove Pipe. 05 HAMMERS, HA se e Baas 2 doz. pair $2 Rawhide % eae, LAS, - 666 

5 rugated, Unifo , HANDL 55% in... e ee “= “ oe ate 2 -100 ft. 

S-inch ... rm Blacksmiths’ a, “ 3 50 >... neh .... $2 00 

bie ccc Baie mS, BAND HBagh, net Garden... enn eo ye HEATERS, Pour. 

oomuianan sceccccccee £ OS ated wnt ae. 9 coccecccssccccccscoeN Bers. see esse 

ee 140 Barriers, (Noo't," tom. 0020! 3 85 Awning, No. 60vs-.- et Diaston, No. 8 sat y 

i A ee _— Nail. » No. 1, 7-02... : pe Temnite eeeeeececeees Net as He. 3 18, 20 eae | 0s 
- rer cocccececGn 26 enadiom, No. hie eat 1 “4 Seach 24 in. .each , 33 

orm, Ooltar Aabasint 1 60 _each 41, 20-02. Box. aobodedsameshald 0&5% “ ting, 6 in. 2 40 

S-inch ajusiabte * Vanadium’ No. Sarre 1 45 otal Ce seemed * hs yh gr. glass 2 +4 

-in sethididbéaae Doz. ac » -02., -  tapabegieiacs “ e oe 

7-inen Fete eu apt ert HY be No. 11%, 'i6-oz.., 5 Bush. nang ape *29 0 17 0 36 « Dane Asst... 13 

26énseeceuse eee 1 80: Garden City, , -0Z., ‘om = ® ~ 
OPER. Sas +4 a ae —— Axe Hand! 28-30 in. tee 1 02 

_" No. 1 04 doz e, ach 
oz., each .... 111%, 16 a =. eevee UF Stove Cover cAvenEs. 1 00 

“eee eeeee 7 sg % Coppered — 
‘ 5/16 ee 

00 37 60-8 10 9 75 as a6 oho ——— ee anti -per gro. “ ao 
Payson’s ..... ” 
eecesssooseane 








42 AMERICAN ARTISAN 
LINES PAPER. 
Bate covcecocecveseeess perlb. 25c Roofing. Per square 
CE. cuseceecseses ee ns 5c Mayor, 1-ply  ..-.e+eseeeeees 1 33 
a . “« — - 25c S<plY .cccccccece eeece : HH 
Braided Cotton ...... “ 63c © —_ B_DPLY wcccccceccecese 65 
Red Rosin Seeenen per ‘ton fini 45 


LINING, STOVE. 


MrGOND ccccccesscess per crate 42c 
LOCKS 
Barn Door. 
No. 60 Stearns. -per doz. #18 00 
No. 80 4 00 
MACHINES 
Riveting. 
Stearns No. 1...per doz. $16 00 
Tenoning. 
No. 50 Peace’s Spoke, each $16 00 
,™M ALLETS. 
Carpenters 
Fib bre fend, we. ~~ toed doz. #8 se 
- 4 - 28 50 
Round Hickory, 
amesic --per doz. $3 00— 5 00 
Tinners’. 
Perrerer ec per doz. $2 25 
MATS, . 
Door. 

National Rigid ...... &10&5 % 
Acme Steel Flexible.......50% 
MEASURES. 
Galvanized, doz......... .-..-Nets 
FaPanNed, GOB. occ. cccecsecs Nets 


MITRES. 
Galvanized steel mitres, and 
caps, end pieces, outlets...26% 
Milcor Net 


MOPS 
Cotton, Star (Cut Ends). 


Pounds 12’ 15 18° 24’-3-oz, 

Per doz. $4 00 435 5 50 7 00 

MEmCOTPTISS cc cccccccccccccs & %o 

PEPE cccccccecce eccess + -S0R5G% 
NAILS. 

Gee Bees ccccccccce $veneeue $4 45 
Te MED ceccceseccesseoees - 4 45 
DE secnedenessonwans 3 00 

Cement Coated. 

Small Lots ....... ecee 2 65 

Horseshoe. 

Ausable ........e0-- «+0 - 55&5R% 
CRBSWSN ccccccccccccecces 15% 
WOREOEE cccccccccccecces 65&5% 
Putnam .....-... coccces - 20S 
mr aeteecaevoce eececes 30&5% 
Brass DEG: scawnseeceeans 25% 
Lan kobedeeéth heh oe - -50&5% 
Furniture ........ List plus 15% 


NETTING, POULTRY. 
Galvanized before weaving...50% 


Galvanized after weaving....40% 
NIPPERS. 
End Cutting. 
Berg’s (Swedish) In. 5 6 
Per dozen........ $12 60 15 20 
End and Diagona S Cuttin . 
Berg’s (Swedish) In. as 6 
Per dozen ....... tio” 5 13 00 
‘oof. 
eee - -40&10% 
V. & B., No. 52, each....$2 25 
NOZZLES. 
Magic Snecccceces per doz. $9 50 
Diamond ....... ” 6 75 
OILERS. 
Chase Patte 
Brass and Copper ...... ---10% 
inc Coeceeeccsccseseece 22-20% 
Railroad. 
RT Tee ---33%% 
Steel. 
Copper Plated ...... 50-10-5% 


OPENERS. 


Delmonico .....per doz. $1 4 
Never Slip....... 


Crate. 
Vv. & B.....per doz. $7 26-11 00 
PAILS. 
14-at. without gauge, 
i6eeteesncbanea per doz. $9 50 
18-qt. without gauge, 
odsbeceeneceuns per doz. 11 00 
20-qt. apees gauge, 
SavSdsu veseoece per doz. 11 75 
Sap. 
10-qt., IC Tin....per doz. $4 00 
=; ” ” ” 5 50 
Stock. 
Galv. 20 


Per aon.$9 ts 10 "6 12 6 14 50 


ater. 
Galvanized qts. 10 12 
Per doz......$5 75 6 50 


Wood, 
Cable, 2-Hoop 
Cable, 3-Hoop 


++ per doz. Nets 


Cedar, 3-Hoop, brass “ Nets 
PANS. 
PD Basdsceevaceceecess os Net 
PPA COIS Nets 
RGMEO - cccc wm Serevcvecese 
Roasting. 
Paxton, 
a: ~¢neeep. oe 2 3 q 
a ccaneev eee cosces cD 
Neverburn a 


Savory. No. 200. per “doz. ‘$s 40 


Sand and Emery. 
No, 1 per ream, best grade $5 40 
No. 1, per ream, cheaper 


grade :o0eeeenens ceccece 4 35 
Potato. 
Goodell’s Susatege, 10% 
im. GOB. cocccccccceece 50 
Goodell’s Saratoga, 6 in., 
GOR. ccccccccccecccsecces 5 50 
PICKS. 
Adze Bye Ore....«.++--++s 2% % 
Drifting and *Poil Picks. ..22% % 
Plumbs, Railroad .......-- 2% % 
Surface c...ecesee neoodaked 22% % 
PINCERS. 
Carpenters’, cast —— . 
OQeeees 
Bach $0 56 0 72 $0 93 1 Ss 
Blacksmiths’, No, 10..... 96 
Heller’s ....cese0%- List pius 10% 
PINS 
Clothes. 
Common, per box of 5 gro. $0 95 
Picket. 
Fluted, 15-in .-per doz. $1 10 
Fluted, 21-in eae - 1 60 
Spiral ...ccccececes - 1 90 
PIPE. 
Conductor. 
Plain Round and Round Corru- 
gate 
29 Gauge 
28 La) 
ie 
gunn Corrugated A and B 
Octagon. 
29 Gauge 
28 o 
26 ii 
24 oe 





Prices for “Galvanized Toncan 
Metal, Genuine O. H. Iron, Lyon- 
more Metal and Keystone C. B. 
on application. 

Plain Round and Round Corru- 


gated. 
29 Gauge ..cceeseeeee 200e240% 
26 - perone néeesaeenes 35% 
24 O  geneneseseoss 22+ 10% 
Square Corrugated A and B 
Polygon and Octagon. 
29 Gauge 5606uSeeeesoes ---40% 
26 ” 600098546008 C86R8 30% 
24 - eeccccccceccecoes 10% 


14 pad 16- -o2. “Copper, all de- 
signs cocccecec ole 
Milcor, all styles “and gauges, Net 
Standard Gauge. 
Crated and nested...... 70&5% 
Crated, not nested......70&5° 


Portico Elbows. 
Standard Gauge Conductor Pipe, 
plain or corrugated. 
Not Nested ..........-70&5% 
Nested solid ....2..++s- 70&5% 


Stove. 
26 gauge, 5 inch E. 
MOSSE cccccccesceccese $13 50 
26 gauge, . & 
MOBLOG ccccceccccesecs 14 50 
26 gauge, 7 . 
MOBEOE .ccccccccccecece 16 50 
28 gouge, . & 
MEBTOEd .cnccccccccscccse 11 50 


28 gauge, 6 inch B. C. 
S ec biaene Bre wee. 12 50 


a ~- ste 
auge, , 
nated. PTTTTTTTrTyT --- 14 50 
o. gauge, be 
QEEOE cc cccccccccce eee 9 50 


30" gauge, 6 . & 
mested .......eeeee --- 10 50 
edmiwaanas amen ee 

T-. saan ‘Made up. 
6-inch ............-per 100 35 00 


Farnace Pi 
— Wall Pipe and om. 


Mn  acscdassawtesewees 
Single Wall Pipe, Round 
Pipe FiRtinGe .ccccccces 55° 
Galvanized and Back Iron 
Pipe, Shoes, etc......... 55% 
Mileor, galvanized ....... «e-Net 
PLANES. 
Stanley Iron Bench..........Net 
PLIERS. 
V. & B. No. 6..cecsee each $0 57 
- No. 7 Gas. ...ccce 0 60 
283 sreatte “Duty 106. 0 56 
- Nut Dirk ceeus 0 64 


iApemen’s polly ae te 


(Swedish), In. 6 7 8 
Blk. Pol. Face, 


doz. .....$1070 2000 23 35 
Long Nose Side Cutting. 
Dees (Swedish) In. 5 6 
Blk. Pol. Face, ol $1225 15 20 
Flat and Round N: 
ng) (Swedish) 
Flat, 4 6 8 
Bik. Pol, Face, 
Sweaisn) 1335 19 66 
nae ?. wm 
Round, In. , 6 8 
Bik. Pol. Face 
Doz. .....$1115 1630 2235 


AND HARDWARE RECORD 


POINTS, GLAZIERS. 
Me. 1, 3 QBE B.cccoss per doz. 75c 


POINTERS, SPOKE, 
Stearns’ No. 1 ....per doz. $10 00 
gs No. 2... ™ 12 00 
POKERS, STOVE. 
Wr’'t Steel, str’t or —, 
hekeneadetionn oz. $0 75 
Nickel Plated, coil w ” 110 


PRESSES, FRUIT AND JELLY 
Enterprise Manufacturing Co, 25% 
PRUNERS. 

Disston’s Pole --per doz. $18 00 
Water’s Improved, per doz. 60% 


Nail. 
Game sccccccces per doz. $14 50 
Never-Slip ..... = 17 00 
PULLEYS. 
Boia —TagMa .ccccccsccece 10% 
Gites EMBO cccccccccccecce 10% 
Hay Fork. 


Iron Wheel, 5-in..per doz. $2 50 
Wood Wheel, 6-in. 2 65 
Wood Wheel, 6-in., 


pass knot ...... 3 00 
Sash. 
Common ........ eeccerccese Net 
Common-Sense, 2-in ...... Net 
Empire Pattern, 2-in..... .-Net 
Tr rr ree Net 
BEOSE ce ccecsccccccccccccees Net 
PUMPS. 
Spray. 
Midget Junior....per doz. $3 75 
New Misty ...... = 00 
Crescent ccccccce - H 50 
PUNCHES. 
Conductors. 
ak Me seneseenen per doz. $3 00 
BREED ec ccvscccees per Ib. 25 
Saddlers’. 


Common..per doz. $1 50 to $5 00 
Revolving Spring. 


Stearns, No. a0, per doz. $ 8 00 
a 40. 16 00 


ree 60. ” 19 00 
Parker Metal Punch No. 
 _oeeerr -each $7 00 
Whitney’s Ball ‘Bearing 
6o0eteowes Prices on appitention 
PARERS. 
Apple. 
Goodell’s ....... per doz. $10 80 
Turntable... ~ 11 40 
hite Mountain - 8 40 
Reading No. 78 = 11 40 
PUTTY. 

Commercial Putty, 100-lb 
Peewee rs $p6eneeveous $4 75 
RAKES 
Garden Per doz. 

Steel, 


Bow, 12-inch Teeth $8 50 
Steel, Bow, 14-inch 9 256 
Malleable Iron, 12-in. “ 4 75 


Malleable Iron, 14-in. “ 5 00 
Hay. 

Wood, 10 Teeth.......... $4 00 
Lawn, 

30 Teeth ........ per doz. 5 50 
RAZORS—SAFETY. 
ee per doz. $45 00 
auto BAPOD cccccce ~" 45 00 

cation - 8 40 
Gem (3 doz. lots)... ” 8 00 
Ever Ready ...... 8 40 
Ever Ready | (3 dz. lots) “ 8 00 
RAZORS—STRAIGHT. 
RAZOR STROPS. 
Star (Hemming) cccccccccccces 50% 
REGISTERS. 
a rr 30% 
Steel one Semi- Steel....:; e se 
Basebeara ...cccccccccese 50% 
‘Adjustable Ceiling Ventilators 50% 
ter Fac Steel 
Japanned, Bronzed and Plated. 
GES GO BEREE. cccccccssese 50% 


Large Register Faces—Cast, 
14x14 to $8x42..........65% 
es—Steel, 
14x14 to 38x42..........70% 


RIDGE ROLL, 


Galvanized. 
errr ovcees 10-25% 
WOE ccccccccccece eee 10-25-5% 
BESICOP ccccccce coccccccccccce cleat 
RINGS AND RINGERS 
GCOPPEP cocccccces 2%-in. 3-in 
POP GOS. cocce ° 40 


Rea’s Improved Seif- 
ees copper, 


oeeceeee doz. 3 40 
Steel, per doz...... 1 50 1 80 
Fruit Jar. 
WEED cecececcoceses per lb. 80 


June 24, 1922 


RIVETS. 
Copper Belt ..... 50% Discount 
Coppered Iron ....ccccces. 50% 
a oo ce ccresccesocees 0% 


Ham per lb. $0 3 
Slotted Clinch per abe. 60 @1 


Nos. 1 and 2 assorted sizes, 

CO Im BOR. ccccccceccs doz. T5c 
Nos. 1 and *% assorted sizes, 

20 EM BOR. .csccccces doz. 1 49 


ROPE. 
Cotton. 
“. a . in. Com. on reels, 


y? 4? 8 “in. Com., 
BOP TA cctceccessovteess 80c 


isal. 
Ist Quality, ease 14%c to 15%e 
No. —_ eoeces -18¢ tolde 


Mani 
lst ,— standard 


hs a senesced 17%c to 18%c 
eoceces 16c to 16%c 
_ ES Grade, per lb. 12%ce 
Pure Maniia. 
= A we base, 
 errrers= 17%c to 18%e 
Hardware Grade, per lb. 11%c 
SAWS. 
Butchers’. 
Atkins No & See $12 26 
' Sik, BBO cscece 13 70 
- Be. Zo PeMecccces 15 20 
“ BO 8, BPR ccccec 15 26 
> No. 7, 20-in....... 17 30 
= Be, Ty BeElcccxcce 19 35 
- No. 7, 28-in coos 31 46 
Compass. 
Atkins No, 2, 10-in...... $ 4 95 
23 No. 10, 10-in...... 5 10 
- Blades, No. 2, 1@-in. 2 956 
“3 No. 2, 10-in. 3 00 
Cross-Cut. 
Atkins No, 221, 4-ft...... 2 70 
™ No. 221, 6-ft...... 410 
= No. 221, eee 5 45 
Flooring. 
Atkins No. 96, 16-in..... 19 95 
« No, 96, 20-in..... 21 85 
Hand and Rip. 
Atkins No. 54, 20-in..... 17 75 
—_— = = - eae 22 10 
* €6©Ne. 88, 16-ER. cscs 16 45 
“ No. 53, 20-in..... 20 80 
“* No. 63, 24-in..... 24 20 
© Be. GE, BB4eccce 28 60 
“ No, 53, 30-in..... 31 96 
Keyhole. 
Atkins No. 1, complete... 2 80 


1 
No. 2, complete.. 3 36 
Miter Box. 


Atkins No. 1, 4x20...... 29 70 
ns Ne. 1, GEBB..ccc- 24 55 
wa No. 1, 6x22...... 38 35 
Pruning. 
Atkins No. 20, 12-in.... 7 70 
“ No. 10, 16-in.... 16 50 
Wood. 
Atkins No. 202.......... 8 50 
bee WO, BEBccccccse «+ 10 05 
- BO Bebeccewve eoee 15 65 
“ Ne. BSSD.ccoccccs 18 40 


SCOOPS 
Hubbard Western putters Biveted. 


Size B 

1.. $16 “5 16 00 15 25 1. 45 
4.. 1785 1710 16 385 15 60 
6.. 18 65 17 85 1710 16 35 


SCRAPERS. 
Box. 
Triangular No. 6 per doz. $6 25 


d, 
Cubic ft. .... T 3 
With runners,ea. $700 6 50 6 20 


SCREEN DOOR HINGES. 
Geet WOR ccccecess gross $13 00 
GE 6eeseeeccasas - 9 50 


ch. 
Iron, Ins. 1% 1% 
$6 82 7 87 9 45 16 80 
Wood, white maple, per doz. 6 00 


Hand—Wood ........ eupawne 50% 
Hand Rail edoedeeseeere 22% 
DL cicetidiaeandsaengneseed 30% 
Lag oi i—all atm, 

clantot POinted .n.cccccceces 65% 
CapeComtonatal, . . . 

ee a eo 90e 
Ww 

Ve Bee PIght .cccs 82% & 164% 

MR. Th. BlwOR ccccccesccecees 

F. Jap’d .......758 a 8% 

F. H. Brass .....77% &10 & 5% 


R.H. Brass .......76 & 10 & 5% 
Sheet 7 
per gross..$ . 


No, 
No. 10. ais per gross. 
No. 14, %x% per gross.... .90 


sc 
Clipper, Grass. 


YTHES. 
-+-Per doz. $18 5e 
Honest Dutchman 3 00 





a 
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SETS. 
Nail. 
Square head...... per doz. 1 84 
Cup point, knurled - 
Rivet. 
FParmere ..ccccces per doz. 2 50 
Tinners’ Get. ccckadtestiae 
GO-GO wcccccccccce 3 75 


Baw 
Atkins No. .o -per doz. $3 80 


No 6 20 
Disston’s ‘sonntoad 
. Baeenvtace» ” 9 90 
Disston’s Monarch 
Ps Meets 40s =’ a 
TLeQeh’S .ccccceceses ” 80 
Nash’s Hand se 3 15 
Nash’s X-Cut se 4 20 
Stillman’s Lever.. wis 1 30 
Stillman’s X-Cut.. 7 2 50 
Whiting Pattern, 
BO. Bh cccccees ” 7 50 
Eccentric Anvil, 
Hand No. 395, 
N. P. Norrill 
Patterm .ccccess = 14 50 
SHEARS. 
Per Doz. 
Nickel Plated, Straight, 6” $12 90 
= oe a 7” 14 85 
= ” 8” 16 80 
Japanned, Straight ..6” 11 00 
mm - cote Be 
= - awe mew 
SHEAVES, SLIDING DOOR. 
Common, 
Inches .....-. 3 4 5 
Per 80t .cccce $140 175 2 40 
Hatfield’s. 
Per set $1 80 210 2 75 25 
SHINGLES. 
Per Square 
Zinc (Illinois) .........s+- $1 
SHOES. 
Conductor ......--sseesceees 60% 
SHOVELS AND SPADES 
‘oal. 
Hubbard’s 
Cc dD 
1 $16 00 15 10 14 45 13 70 
2 1635 15 60 14 85 14 10 
3 1675 1600 16 25 14 45 
4 1710 16 36 1660 14 85 
Post Drains & Ditching. 
Hubbard’s 
Size 
Be scsess 17 15 16 40 15 65 
SP” sctees 17 50 1675 16 00 
Be sesees 17 85 1710 16 8&5 
a” «stan 18 20 1745 16 70 
SD” sas0«e 18 55 17 80 17 06 
Alaska Steel. 

D-Handle . eee per doz. $3 50 
Long Handle ...... = 3 00 
SKATES. 

lier. 
Ball Bearing—Boys’ ..... 1 50 
Ball Bearing—Girls’ ..... 1 60 


SNAPS, mecien = 
Covered Spring 30 
Judd’s Pattern e.aa 33 i- en _* list 

SNATHS. 


Double Ring Bush.. oer doz. .. : 75 
Patent Loop, Bush. 0 00 
Patent Leop, Grass. " 4 75 


SNIPS, TINNERS’. 


Chower TeeMe ccccwececcees 40&10% 
ae sebevbosaceeee - -40&10% 
CT sénaceckedensseuenevas an 50 

Milcor COeECHORECCEROCO TOES --Net 


SPRINGS, DOOR. 
Pystost. 


2 5 
Per doz. 45c Foc $5e 65c $0e 30c 


Reliance. 
Light oY Heavy 
Per doz...$1 80 24 3 75 
DOVES scccsscces per ion, 1 65 


SPRINKLERS, LAWN. 
Stearn’s No. 1....per doz. $11 50 
qeuanns. 


eee eee terete eee 


Mitre 


eee eee eee eee ee ee 


lt siedtheidaneneknaesiabaie x 
Ff a rer 
GE TEP. ove tednccseocves > 
WTO ccnatecoserecs per doz. + 00 
Winterbottom’s ...... e¢eee0e 
STAPLES. 
Blind. 

PE Goncnvenss per Ib. 21@22c 
Butter, Tub ...... “ —16@19¢ 
Fence— 

Polished ..... per 100 Ibs. $5 45 

Galvanized ... ” 6 15 
Netting. 

Galvanized ....per 100 Ibs. 6 54 
Wrought. 

Wrought Staples, Hasps and 
Staples, Hasps, Hooks and 
Staples, and Hooks and 
SE ccedenseoSan 50&10% 

@xtra heavy ......... 000+ 85% 


AMERICAN 








ARTISAN 





STONES. 
Axe, 
Hindostan .....per lb. New Nets 
Mere Grit .... ™ = 
Washita ...... 3 < 
Emery. 
BO. 196 ..ccce per doz. New Nets 
Oil—Mounted. 
Arkansas Hard 
mae © eeeees per r doz. New Nets 
Arkansas Soft 7 
Washita No. 717 “ 
Oil—Unmounted. 
Arkansas Hard per Ib. New Nets 
Arkansas Soft “s 
Lily White .. = es 
Queer Creek.. = pos 
Washita ..... - ” 
Scythe. 
lack Diamond per gro. New Nets 
Crescent ..... 
Green Mountain - os 
LaMolle ...... ” oe 
= Quinne- 
ont ne 
Red End ..... - - 


STOPS, BENCH. 
No. = Morrill pat- 


CORR cccccasess per doz. $11 00 
ae fi Stearns pat- 
ch beak eee © 10 00 
No 16 Smith pattern “ 7 00 
STOPPERS, FLUE. 
COMMON ...ccccces per doz. $1 10 
Gem, flat, No. 3... 00 
Gem, WO. Lecoccece ” i 10 
STRETCHERS 
Carpet. 
Bullard’s ........ per doz. $3 90 
BOGE. ccccsces el 25 
Malleable Iron... ” 70 
Perfection ....... = 6 30 
BE  oxsnvsesecee - 4 50 


Wire 
O. 8. Elwood, No. 2 per doz. Nets 
O. 8S. Elwood, No. 


SWIVELS. 

Malleable Iron ..... per Ib. $0 10 
Wrought Steel ....per gro. 4 50 
TACKS. 

Bill Posters’ 6-0z., 25-lb. boxes 
OOP TA 000ceecescoesuescece 15c 

Upholsterers’ 6-0z., 25-lb. 
boxes, per Ib........ eecces 5¥%c 

TAPES, MEASURING. 

Assew’ Skzim ..cccccccecs List&40% 

THERMOMETERS. 

Tim Case... +0 ‘per doz. 80c&$ 1 25 

Wood Back.. $2 00& 12 00 

GIES ccccccce 12 00 

TIES. 
le. 
Single Loop, carload 
TOUB ncceccccescccesecs T5&T% 
Single Loop, less than 
COP JOtH cccccecscces 70&15% 
TRAPS. 

Game with Chains. Per doz 
Weeeer BO. Recccccoseccecs $1 8 
Oneida Jump No, 1...... 2 20 
Newhouse No. 1........-- 4 88 


Mouse and Rat. List per gross. 
Sure Catch Mouse Traps.$ 3 70 
Vim Mouse Traps........ 3 70 
Short Stop Mouse Traps. 3 20 
Wood Choker Mouse 


Traps, 4 hole.......... 17 00 
Sure Catch Rat Traps.. 16 00 
Vim Rat Traps.......... 16 00 
Short Stop Rat Trap.... 15 00 
Dead Basy Rat Traps.. 17 00 
Star Rat Traps.......... 50 00 
Terie cccce $000004666000800 54 00 

Packed in One Bushel Band Stave 
Baskets. 


List per bushel. 
Sure Catch Mouse Traps 


(360 Traps) .......... 9 30 
Short Stop Mouse Traps 

(360 Traps) .......... 
a Catch Rat Traps (54 ee 
short "Stop Rat Traps (54 7 « 


PP Mouse ont Rat Trap 


List = bushel 
Sure Catch (216 


Mo 
Traps and 26 Rat Traps) $8 50 
Short Stop (216 Mo 
Traps and 26 Rat Traps) 7 50 


TROWELS. 
Cement. 
Atkins 


Disston’s Bas 
TUBS, 
Standard, Wood. Ex. 
Nos. .. 3 2 1 large 
Per doz. $950 1125 1275 15 50 
Gatvantacd. 


Per doz. 





WASH. 


1 2 3 
-13 75 15 95 18 60 
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ADVERTISERS’ INDEX 


The dash (—) indicates that the adver- 


tisement does not appear in this issue. 
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Bee. ee, * Ge, «cnacets teats — Lennox Furnace Co.......... —- 
American Furnace Co........ == TOUG I, GM. 6 kcanveeaeces 58 
American Rolling Mill Co, Lupton’s Sons Co., David — 
$0cennRereseseneue Front Cover Mahoning Fdy. Co............— 
American Steel & Wire Co... 54 Majestic Co, .....ccucccccuce —- 
Apollo Metal Works.......... — Malleable Iron Range Co...... -- 
es eee. So neeetenaceus 53 Manny Heating Supply —_— 
“Ff i Ss © Serer 59 Maplewood Machinery 53 
re Sy ORR e séaastsecees 54 Marshalitown Mfg. Co...... — 
Bernz Co., a jesenucadonses - Matthews Banner Range Co — 
NI I MR 56 Melbye Bros. Co......cecceces —_ 
Black Silk Stove Polish Co... — Messenger & Parks Mfg. 52 
Bullard & Gormley Co...... —s eeper & Be Ga. FF. cceccsnccs 11 
Burgess Soldering Furnace Co. 53 Meyer Furnace Co............ 12 
Burton Co., SPreceesaneses 52 Meyers Mfg. Co., Fred —-- 
Carr a 8 Michigan Stove Co., The..... —_— 
Chicago Se Ginn cce ceecices 49 Milwaukee Corr. Co. Back Cover 
Clark & Co., ee ——- Monroe Fdy. & Furnace oe 
Clark-Smith Hardware Co - 52 Mt. Vernon Furnace & Mfg. Co. — 
Clayton & Lambert Mfg. Co.. 53 New Jersey Zinc Co., 2 
Cleveland & Buffalo Transit Co. 55 Orbon Stove Co.........ceeee 6 
Cleveland Castings Pat. Co.... 50 Osborn Co., The J. M. A. 61 
Cleveland , Bei secéceesess — Parker Supply Tits sekadideswies 55 
Clinton Furnace Stove Co.. — Peck, 6 0640066660000 0u08 47 
Cee Wes Gis cbaccccsccecs —— DOsreess PEP. COrcccccsceces -- 
Co-operative J CO. we eeees — Premier Warm Air Heater Co. — 
Copper and Brass Research Quick Meal Stove Co... o.oo. = 
Association .....6-.eeeeeeee Quincy Pattern Co............ 50 
Cornish & Co., Be coencecee ee ee bp -= 
Cortright Metal _ Roofing Co... 61 Rock Island Register C Loo. om 
Curfman Mfg. _ iL ——  . — rres = 
Dieckman Co., RO “nade 48 Rudy Furnace Co............ _ 
Diener Mfg. Geo. W..... — Scheible-Moncrief Heater Co.. — 
Double Blast Piivcmanaa oe Schwab & Sons Co., R. ST 
Dreis & Krump Mfg. Co...... 55 Shaw & Sons Co., The E. 50 
Dunning Heating Supply Co... — Special C hemicals Piscasnee om 
Ewert & Kutschied Mfg. Co.. 53 Standard Furn. & Supply Co... — 
Fanner Mfg. Co............ -— Standard Ventilator Co...... 54 
Farquhar Purnace. Co....se.. - Stearns Register Co.... 10 
Parres PUPMOse OB. ..cccccccss 5 st. Louis Tech. Inst... = 
Federal Varnish Company.... 57 st. Louis Heating Co... 4 
Forest City Fdy. & Mfg. Co... — Sullivan-Gieger Co. .......... 47 
i. Bs, ..!UO!lUG RR era 3 Sykes Co.. The. ; By: 52 
Friedley-Voshardt Co. ........ 52 Summit Stove Co........-.... aie 
G. & O. Mfg. sateen ee eeeees 49 Thatcher Furn. Co........... — 
Gerock Bros. OR, sevcnes — Thomas & Armstrong .54 
Gohmann Bros. & Kahler.... — Turner Brass Works.......... 53 
Hall-Neal Furnace Co........ — Turton Furnace Co........0. — 
Harrington & King P’f'g Co.. 51 ‘Tuttle & Bailey Mfg. Co...... 11 
PEOEe G COOTE CO. cccccccces 10 Union Steel Products Co., Ltd. 58 
BIQYNOS 2. ceesscccccscees seme “OP Tee BOO Gi ccccscconsss 5 
Haynes-Langenberg Mfg. Co.. 7 Vaughan & Bushnell Mfg. Co. 58 
Heller Bros. paesscoewoosse 54 Vedder Pattern Works........ 50 
2 Bibs teneeaecnonneeces 55 Ter: eee Ci cceceseuneaes 55 
Henry Furnace & Fdy. Co 6 Walchli Mfg. Co..... 50 
Hessler Co., H. BE... .eeeeeeees 2 Walworth Run Fdy Co........ 9 
Hess-Snyder eee ns 10 Waterloo Register Co........ -= 
Hollenden Hotel ..........-. — Whitney Mfg. Co., W. A...... 54 
Hones, Inc., Chas. Bscueeseees — Whitney Metal Tool Co....... 55 
OO ED Oe A eee 52 Wise Furnace Co ee 
Hussey & Co., Diceen ae ean 54 I NE UE i te oh 47 
Hyfield Mfg. Co.........++++; 58 Zideck Auto Radiator School. 50 
er ~ 
De een "Si svceseesebeas 51 
Independent is cisvave - = 
RN oe lee ee a an a — Please mention 
eee Ges Ce, GG, ve ckue ceeee oad > z 
Ceemmess Mres., CO... ccccsncess 47 sundae See 
Kirk-Latty Mfg. Co........ — 
ID. NE ee ee ok an acl = HarpwareE REcoRD 
Lalance & Grosjean Mfg. Co.. — when writing to advertisers 
Lamneck Co., » Bibcesecenece — 
TWINE. WHEELS 
White Cotton, Carborundum ..........56555 50% 
Eureka, 4-ply........ Per Ib. 30c Bamery ....cccccccscccsessees 60% 
Jute. Wem BWRB.cccccs 8 10 12 
$-ply and 6-ply Bale Lots.22%c Per doz......- $5 50 725 8 50 
12-in. heavy hoisting, 
VALLEY. Sa Ck chubuadedanene $25 00 
Formed Valley Galvanized 
OEE easetcectaneseeeees -5% WIRE. 
MIICOr ..ccceseeecess eoceseces et Black annealed wire, 8 
SES. per 100 Ibs..........++:::; $2 85 
No. 700, Hand Galvaniaed barb wire, per 100 
Inches 5 5% Wire cloth — black painted, 
DOB. cesses 13 00 14 85 
No. 70 In 5 6 12-mesh, per 100 sq. ft... 1 90 
ee ianeere 13 00 16 790 Cattle Wire—galvanized 
No. 1, Genuine Wentworth, ee wae spool, per 


Noiseless Saw... 


- per doz. 


15 00 


No. 2, Genuine Wentworth, 


Noiseless Saw... 


-per doz. 


22 50 


No. 8, Genuine Wentworth, 


Noiseless Sa 
No. 500, AM 
Saw 


aw....perd 
Steel Folding 
.+-Per doz. 16 00 


oz. 20 00 


WASHERS. 
Stpatacd Oo. G. cast iron, oe 


Wrought steel in 5-lb. boxes, 


per 
n. 3/16 
15¢ 


6/1¢ % 


eee eee ee eeee 


% 
12c lle 10¢ 
% 1 
8c 8c 


per doz. Nets 


teens per lb. Nets 


WEIGHTS. 


Hitchi 


-++++-per lb. Nets 


ng 
Sash—tf. o. b. Chicago. 


Ton lots, 


per ton 


Smaller lots, per ton..... 


WHEEL BARROWS. 
Common Wood Tray........ $3 00 


Steel Tray 
Angle leg, 


Galvanized Hog =e, 80 rod . 


spool, 


per spoo 


Galvanized plain wire, No. 8, 


BOP 160 TRB. cccoccccesecce 3 
WOOD FACES. 
50% off list. 
WRENCHES. 
Coes Steel Handle, 6-in..... 60 
- = ” 8-in..... 60 
Ks ya a 60 
ed e mi iS ee 60 
Coes Knife-Handle, 6-in..... 60 
” ver - SeBRe cece 60 
os = Sr 60 
= o - SOO. bens 60 
Coes All Patterns........... 60 
Knife Handle Pattern. 
~— = Screw Wrench, cet 
No. “60, Steel Handle ...80 
WRINGERS. 
No. 790, Guarantee, per doz. $55 
No. 770, Bicycle : 29 52 
No. 670, Domestic = 49 
No. 110, Brighton ate 44 
No. 760, Guarantee = 55 
No. 740, Bicycle . 52 
No. 22, Pioneer me 41 
No 2, Superb 29 
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CLASSIFIED INDEX 


Bail Ties. 


American Steel & Wire Co., 
Chicago, Ill. 


Bearings—Damper. 
Parker Supply Co.. 
New York, N. Y. 
Bolts—Stove. 
Kirk-Latty Mfg. Co., 
Cleveland, Ohio 
Brakes—Cornice. 


Dreis & Krump Mfg. Co., 
Chicago, Iil. 


Maplewood Machinery Co., 
Chicago, Til. 
Brushes—Furnace. 


Hardware Specialty Co., 
Fort Wayne, 





Ind. 


Brass and Copper. 


Hussey & Co., C. G., 
Pittsburgh, Pa. 


Copper & Brass Research Ass’n., 
New York, N. Y. 
Hardware. 

Chicago, Ill. 


Builders’ 
Bullard & Gormley, 


Cans—Garbage. 


Osborn Co., The J. M. & L. 
Cleveland, *Shio 


Castings— Malleable. 
Fanner Mfg. Co., Cleveland, Ohio 


Ceilings—Metal. 
Burton Co., W. J., Detroit, Mich. 


Friedley-Voshardt Co., 
Chicago, Il. 


Hopson Co., W. C., 
Grand Rapids, Mich. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Chain—Sash, 
Parker Supply Co., 
New York, N. Y. 
Chaplets. 
Fanner Mfg. Co., Cleveland, Ohio 
Chisels. 


Vaughan & Bushnell Mfg. Co., 
Chicago, Il. 


Clips—Damper. 
Carr Supply Co., Chicago, Ill. 


Waterloo Register Co., 
Waterloo, Iowa 


Coal Chutes. 


Peerless Foundry Co., 
Indianapolis, Ind. 


Sykes Co., The, Chicago, Ill. 
Cores—Auto Radiator. 
Curfman Mfg. Co., F. L., 
Maryville, Me. 
G. & O. Mfg. Co., 
New Haven, Conn. 


Zarco Mfg. Co., New York, N. Y. 


Cornices. 
Burton Co., W. J., Detroit, Mich. 


Friedley-Voshardt Co., 
Chicago, IIl. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Cut-Offs—Rain Water. 
Sullivan-Geiger Co., 
Indianapolis, 
Doors—Fire. 
Messinger & Parks Mfg. Co., 
Aurora, Til. 
Dry Paste. 
Carr Supply Co., Chicago, IIl. 


Ind. 


Eaves Trough 
Abbott Mfg. Co., Cleveland, Ohio 
Berger Bros. Co., 
Philadelphia, Pa. 
Burton Co., The W. J., 
Detroit, Mich. 
Clark-Smith Hardware Co., 
Peoria, Il. 
Lupton’s Sons Co., David, 
Philadelphia, Pa. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 
New Jersey Zinc Co., The, 
New York, N. Y. 


AMERICAN ARTISAN 


Elbows and Shoes—Conductor. 


American a Mill Co. 
Middletown, Ohio 

Ferdinand, 
es Ohio 


Lupton’s Sons Co., vid, 
Philadelphie, Pa. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Dieckmann Co., 


Elevators—Hand and Power. 


Kimball Bros. Co., 
Council Bluffs, Iowa 


Enamel—Iron. 


Black Silk Stove Polish rome, 
Sterling, Ill. 


Enamel Ware. 


Lalance & Grosjean Mfg. Co., 
Chicago, Ill. 


Enamels—W ood. 
Cornish & Co., J. B., Chicago, 
Federal Varnish Co., Chicago, 


Ill. 
Ill. 


Fence Gates. 


American Steel & Wire Co., 
Chicago, Ill. 


Fenders. 
Meyers Mfg. Co., Fred J., 
Hamilton, Ohio 
Files. 
Heller Bros. Co., Newark, N. J. 


Furnace Rings. 


Walworth Run Fdy. Co., 
Cleveland, Ohio 


Garages— Metal. 


Thomas & Armstrong Co., Th 
London, 


Ohio 
Grates—Camp. 


Union Steel Products Co., 
Albion, Mich. 


Guards—Fire. 


Meyers Mfg. Co., Fred J., 
‘Hamilton, 


Ohio 
Hammers. 


Vaughan & Bushnell Mfg. Co., 
Chicago, Ill. 


Handles—Boiler. 


Berger Bros. Co 


Philadelphia, Pa. 


Handles—File. 


Parker Supply Co., 
New York, N. Y. 


Hangers—Eaves Trough. 


W. C. Hopson Co. 
Grand Rapids, Mich. 


Heaters—Combination Hot Water. 
Melbye Bros. Co., Chicago, IIl. 


Heaters—School Room. 


Haynes-Langenberg Mfg. Co., 
St. Louis, Mo. 


Meyer Furnace Co., Peoria, Ill. 


Monroe Fdy. & Furnace Co., 


Monroe, Mich. 


Peerless Foundry Co. 
Indianapolis, 


Standard Furnace & fuagly 


Ind. 


Co., 
Neb. 


Heaters—Warm Ailir. 


American Furnace Co., 
St. Louis, Mo. 


Carr Supply Co., Chicago, Ill. 


Dunning Heating Supply Co., 
. Milwaukee, Wis. 


Farquhar i Co., Th 


e, 
ilmington, Ohio 


Parris Furnace Co., 
‘Springfield, Ill. 


Forest City Fdy. & Mfg. Co. 
" Cleveland, Ohio 


Fox Furnace Co., age Ohio 
Haynes-Langenberg a= 
cule, "Mo. 
Henry Furnace & Fdy. C 
Cleveland, Ohio 
Hess-Snyder Co., Massillon, Ohio 


Independent Stove Co., 
Owosso, Mich. 


Kruse Co., Indianapolis, Ind. 
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Heaters—Warm Air—Continued 


Lamneck Co., W. E., 
Columbus, Ohio 


Lennox Furnace Co. 
Marshalltown, Iowa 


Mahoning Fdy. Co., 
Youngstown, Ohio 


Manny Heating Supply Co., 
Chicago, IIl.. 


Meyer Furnace Co., Peoria, Il. 


Michigan Stove Co., The, 
"Detroit, Mich. 


Monroe Fdy. & Furnace Co., 
Monroe, Mich. 


Mt. Vernon Furnace & Mfg. Co. 
Mt. Vernon, Silinois 


Orbon Stove Co., 
Bellville, Illinois 


Peerless Foundry Co., 
Indianapolis, Ind. 


Scheible-Moncrief Heater Co., 
Cleveland, ‘Ohio 


Schwab & Sons Co., R. J., 
Milwaukee, Wis. 


Standard Furnace & Supply Co., 
maha, Neb. 


St. Louis Heating ~< 
St. Louis, Mo. 


Thatcher Furnace Co., 
Chicago, Il. 


Utica Heater Co., Utica, N. Y. 


Waterloo Register Co., 
Waterloo, 


Iowa 
Horse Shoes. 


American Steel & Wire Co., 
Chicago, Ill. 


Humidifiers. 


Haynes, Kansas City, Mo. 


Indoor Closet. 
Independent Reg. & Mfg. Co., 
Cleveland, Ohio 
Jobbers—Hardware. 


Bullard & Gormley Co., 
Chicago, Ill. 


Clark-Smith Hardware Co. 
Peoria, Til. 


Kitchen Utensils. 
Lalance & Grosjean Mfg. Co., 
Chicago, Til. 


Ladders. 


Walchli Mfg. Co., St. Louis, Mo. 


Lath—Expanded Metal. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Machines—Crimping. 


Bertsch & Co. 
Cambridge City, Ind. 


Machinery—Culvert. 
Bertsch & Co. 
Cambridge City, 
Machines—Razor Blades. 


Hyfield Mfg. Co., 
New York, N. Y. 


Ind. 


Machines—Stove Pipe. 


Hemp & Co., St. Louis, Mo. 
Machines—Tinsmiths’. 
Bertsch & Co. 


Cambridge City, Ind. 


Dreis & Krump Mfg. Co., 
Chicago, Ill. 


Ewert & Kutscheid Mfg. Co., 
Chicago, Ill. 


Hemp & Co., St. Louis, Mo. 
Maplewood Machinery Co., 
Chicago, Til. 


Marshalltown Mfg. Co., 

Marshalltown, Iowa 

Co., W. A., 
Rockford, Ill. 


Whitney Metal Tool Co. 
Rockford, Til. 


Whitney Mfg. 


Mailing Lists. 
Ross-Gould, St. Louis, Mo. 


Metals—Perforated. 
Harrington & King Fyggneene, 
Co., hicago, Ill. 
Miters. 
Friedley-Voshardt Co., 
Chicago, 
Nails—Slating. 
Hussey & Co., C. G., 
Pittsburgh, 
Nails—Wire. 


American Steel & Wire Co., 
Chicago, I). 


Ti. 


Pa. 


June 24, 1922 


Ornaments—Sheet Metal. 


Friedley-Voshardt Co. 
Uaioe, m1. 


Gerock Bros. Mfg. Co., 
St.” Louis, Me, 
Patterns—Furnace and Stove. 


Cleveland Castings Pattern Co., 
Cleveland, Ohie 


Quincy Pattern Co., Quincy, Ill. 


Shaw & Son Co., The Geo. E., 
Cleveland, Obie 


Vedder Pattern Works, 


Troy, N. Y. 
Pencils. 
Eagle Pencil Co., New York, N. Y. 
Pipe and Fittings—Furnace. 
Chicago, Il. 


Carr Supply Co., 
Dunning eating Supply Co., 
Mi ge one "Wis. 


Henry Furnace & Fdy. 
Cleveiand: Ohio 


Lamneck Co., W. 
; 


Manny Heating Supply Co. 
Chicago, Til. 


Meyer & Bro. Co., F., “eg Tl. 


Osborn Co., The J. M. & L. 
BY AShio 


Standard Furnace & Supply Co., 


Ohie 


Omaha, Neb. 
Pipe and PUtinge Steve 
Hemp & Co. . louie, Mo, 


Meyer & Bro. Co., .. Peoria, I}. 


Sullivan-Geiger Co. 
Indianapolis, Ind. 


Pipe—Conductor. 
Berger Bros. Co., 
Philadelphia, Pa. 


Burton Co., W. J., Detroit, Mich. 
Clark-Smith Hdw. Co., Peoria, Il. 
Dieckmann Co., Ferdinand, 

Cincinnati, 


Friedley-Voshardt Co., 
Chicago, Ill, 


Ohio 


Hussey & Co., C. G., 
Pittsburgh, Pa. 
Lupton’s Sons Co., David, 
Philadelphia, Pa. 
Milwaukee Corrugating Co., 

Milwaukee, Wis. 
New Jersey Zinc Co., The, 

New York, N. Y. 


Polish—Metal and Stove. 
Black Silk Stove Polish Works, 
Sterling, I). 


Postse—Steel Fenee. 
American Steel & Wire Co., 
Chicago, Il. 


Punches. 
Bertsch & Co. 
Cambridge a Ind. 
Whitney Mfg. Co., W. 
Rocktord, Ti 
Whitney Metal Tool Co. 
Rockford. Tih 


Funches—Comigonten Bench and 


Han 
Parker Supply Co., 
New York, N. Y. 


Panches—Hand. 
Parker Supply Co., 
New York, N. Y: 


Quadrants—Damper. 
Parker Supply Co., 

New York, N. Y. 

Racks—Canning. 

Union Steel Products Co., 

Albion, 


Racks—Stove. 
Union Steel Products Co., 
Albion, 


Mich. 


Mich. 


Radiator Hoods and Shells—Ford. 


Messinger & Parks Mfg. Co., 
Aurora, Ill. 


Ranges—Combination Gas & Coal. 
American Stove Co., St. Louis. Mo, 


Independent Stove Co., 
Owasso, Mich. 


Malleable Iron Range Co., . 
Beaver Dam., Wis. 


Matthews Banner Range Co., 
South Bend, Ind. 


Quick Meal Stove Co., 
St. Louis, Mo. 


Ranges—Gas. 
American Stove Co., St. Louis, Mo. 
Clark & Co., Geo. M., Chicago, I). 
Dangler Stove Co., Cleveland, O. 


Matthews Banner Range Co. 
South Bend, "Ind. 


Quick Meal Stove Co., 
St. Louis, Mo. 
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Rasps. 
Heller Bros., Newark, N. J. 
Shields. 


Register 
(Hall-Neal Furnace Co., 
Indianapolis, Ind. 


Registers—Warm Air. 
‘Carr Supply Co., Chicago, Ill. 


Dunning Heating Supply Ce., 
Milwaukee, 


Hart & Cooley Co., 
New Britain, Conn. 


Henry Furnace & Fdy. Co. 
Cleveland, Ohio 


Majestic Co., Huntington, Ind. 


Manny Heating Supply Co., 
Chicago, Ill. 


Rock Island Regighes C 
ock Isiand, Ill. 


‘Standard Sneiian a Supply Co., 
Omaha, Neb. 


Stearns Register Co., 
Detroit, Mich. 


Tuttle & Bailey Mfg. Co., 
Chicago, Ill. 


Walworth Run wey, Co. 4. On 
evelan ° 


‘Waterloo Register Co., 
Waterloo, Iowa 


Regulators—Damper. 
‘Parker Supply Coe 
New York, N. Y. 


Repair Parts—Auto Radiator. 


Curfman Mfg. Co., F. L., 
Maryville, Mo. 
‘G. & O. Mfg. 


o.. 
New Haven, Conn. 


Repairs—Stove & Furnace. 
Hessler Co., H. E., Syracuse, N. Y. 


Ridging. 
American Rolling Mill Co. 
Middletown, Ohio 
Rivets—Stove. 
‘Kirk-Latty Mfg. Co., 
Cleveland, Ohio 
Roasters. 
Lalance & Grosjean Mfg. Co., 
Chicago, Ill. 
Rod Clips—Damper. 
Parker Supply Co., 
New York, N. Y. 
Rods—Stove. 
Kirk-Latty Mfg. Co., 
Cleveland, Ohio 
Rells—Forming. 
Bertsch & Co., 
Cambridge City, 


Roof—Flashing 
Hessler Co., H. E., Syracuse, N. Y. 


Ind. 


Reofing—Iron and Steel. 


American neting. Mill Co., 
Middletown, Ohio 


Burton Co., W. J., Detroit, Mich. 


Cortright Metal posing Co., 
Philadelphia, Pa. 


Friedley-Voshardt Co., 
Chicago, Ill. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


‘Osborn Co., The J. M. & L. A. 
Cleveland, Ohio 


Inland Steel Co. Chicago, Il.. 
Sykes Co., The Chicago, Ill. 
Roofing—Zinc. 


Illinois Zine Co., 
New York, N. Y 


New Jersey Zinc Co., The, 
New York, N. Y. 


Rubbish Burners. 


Hart & Cooley Co., 
New Britain, Conn. 


Saws. 


Atkins & Co., Inc, E. C., 
Indianapolis, Ind. 


Schools—Sheet Metal Trades. 


Zideck School of Sheet Metal 
Trades, New York, N. Y. 


AMERICAN 


ARTISAN 


Schools—Sheet Metal Pattern 
Drafting 


St. Louis Technical Institute, 
St. Louis, Mo. 


Zideck Auto matiter pemoet 
New York, Be 


Schools—Automobile Radiator 
Repairing. 


Zideck Auto Radiator School, 
New York, N. Y. 


Screens—Perforated Metal. 


Harrington & King Pyeniing, 
Co., Chicago, III. 


Screws—Sheet Metal. 


Parker Supply Co 
ew York, N. Y. 


Screw Drivers. 
North Bros. Mfg. Co., 


Shears—Hand and Power. 
Philadelphia, Pa. 


Ewert & Kutscheid afte. Co., 
Chicago, Ill. 


Marshalltown Mfg. Co., 


Marshalltown, Iowa 
Viking Shear Co., Erie, Pa. 
Sheets—Asbestos 
Manny Heating Supply Co., 
Chicago, IIl. 


Sheets—Black and Galvanized. 
American Rolling Mill Co., 
Middletown, Ohio 


Inland Steel Co., = Til. 


Osborn, The J. M. & L. 
igetel "Ohio 
Sykes Co., The, Chicago, II. 
Sheets—Iron. 


American Rolling Mill Co., 
Middletown, Ohiv 


Shields—Heat Radiator. 


Thomas & Armstrong Co., The 
London, Ohio 


Shingles—dZinc. 


Illinois Zine Co., 
New York, N. Y. 


Sifters—Ash. 


Diener Mfg. Co., G. W., 
Chicago, IIl. 


Sifters—Flour. 


Meyers Mfg. Co., Fred J., 
Hamilton, Ohio 


Sky Lights. 
Burton Co., W. J., Detroit, Mich. 


Messinger & Parks Mfg. Co., 
Aurora, Ill. 


Sykes Co., The, Chicago, Ill. 


Smoke Pipe—Cast Iron, 


Manny Heating Supply Co., 
Chicago, Ill. 


Waterloo Register Co., 
Waterloo, Iowa 


Solder. 


Chicago Solder Co., Chicago, IIl. 


Soldering Furnaces. 
Ashton Mfg. Co., Newark, N. J. 
Bernz Co., Otto, Newark, N. J. 


Burgess Soldering Furnace Co. 
Columbus, Ohio 
Clayton & Lambert Mfg. Co., 
— Mich. 


Diener Mfg. Co., G. 


, Ill. 


Double Blast Mfg. Co., 
North Chicago, Til. 


Hones, Inc., Chas. A., 
Baldwin, Long Island, N. Y. 


Quick Meal Stove Co., 
St. Louis, Mo. 


Turner Brass Works, 
Sycamore, IIl. 
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Specialties—Hardware, 
Atkins & Co., Inc., E. C., 
Indianapolis, Ind, 


Bullard & Gormley, Chicago, Il. 


Diener Mfg. Co., G. W., 
Chicago, IIl. 


Hardware Specialty Co., 
Fort Wayne, Ind. 


Heller Bros. Co., Newark, N. J 
Hessler Co., H. E., Syracuse, N. Y. 
Hyfield Mfg. Co., New York, N. Y¥ 
Lovell Mfg. Co., Erie, Pa. 


Parker Supply oo. 
iw York, N. Y. 


Vaughan & ae... ate. Co., 
Chicago, Ill. 


Walchli Mfg. Co., St. ag Mo, 


Sporting Goods. 
Bullard & Gormley, Chicago, Ill. 


Stains—Oil and Acid. 
Federal Varnish Co. Chicago, IIl. 


Stars—Hard Iron Cleaning. 
Fanner Mfg. Co., Cleveland, Ohio 


Statuary. 


Friedley-Voshardt Co., 
Chicago, Iil. 


Gerock Bros. Mfg. Co., 
St. Louis, Mo. 


Stoves—Camp. 
Quick Meal Stove Co., 
St. Louis, Mo. 
Union Steel Products Co., 
Albion, Mich. 


Stoves—Gasoline and Kerosene. 


American Stove Co., St. Louis, Mo, 
Clark & Co., Geo. M., Chicago, III. 
Dangler Stove Co., Cleveland, O. 


Quick Meal Stove Co., 
St. Louis, Mo. 


Steves and Ranges. 
American Stove Co., St. Louis, Mo. 
Clark & Co., Geo. M., Chicago, IIl. 
Clinton Furnace Stove Co., 


Clinton, Ind. 

Copper Clad Malleable Range Co., 
St. Louis, Mo. 

Dangler Stove Co., Cleveland, O. 


Gohman Bros. & Kahler, 
New Albany, 


Independent Stove Co., 
Owosso, 


Jungers Stove & Range Co., 
Grafton, 


Malleable Iron Range Co., 
Beaver Dam, 


Michigan Stove Co., The, 
Detroit, Mich. 


Mich. 
Wis. 
Wis. 


Orbon Stove Co., Belleville, Ind. 
Quick Meal Stove Co., 
St. Louis, Mo. 


Stove Pipe Reducer. 


Sullivan-Geiger Co 
Indianapolis, Ind. 


Tacks, Staples, Spikes. 


American Steel & Wire Co. 
Chicago, Ill. 


Tiles and Shingles—Metal. 
Burton Co., W. J., nee Mich. 
Cortright Metal Bectas CS 

elphia, Pa. 


Hopson Co., W. C., 
Grand Rapids, Mich. 


Illinois Zine Co., New York, N. Y. 


Milwaukee Corrugating Co., 
rng ag — 


Thomas & Asmetreng Co., 
tie’ "Shio 
Tinplate. 


Osborn Co., The J. M. & L 
Cleveland, ASnio 


Tin—Perforated. 
Harrington & King Perforating 
Co., Chicago, Ill. 


Tools—Auto Repair. 


Curfman Mfg. Co., F 


> 
Maryville, Mo. 


Ind. 


- Berger Bros. Co., 
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Tools—Carpenter. 


Atkins & Co., Inc., E. C., 
Indianapolis, Ind. 


Vaughan & Bushnell Mfg. Co., 
Chicago, Ill. 


Tools—Tinsmith’s. 


Bertsch & Co., 
Cambridge City, 
Dreis & Krump Mfg. Co., 
Chicago, Til. 


Ewert & Kutscheid = = Co., 
Chicago, Ill. 


Ind. 


Hopson Co., W. C., 
Grand Rapids, Mich. 


Maplewood Machinery, Co., 
Chicago, Iil. 


Marshalltown Mfg. Co. 
Mescnaliows, | Iowa 


Osborn Co., The J. M. & L. 
aan Ohio 


Vaughan & Bushnell Mfg. Co. 
Chicago, 11. 
Viking Shear Co.,. Erie, Pa 


Whitney Mfg. Co.,. W. A., 
Rockford, IIL 


Metal Tool Co 


Whitney eo 
Rockford, Il. 


Torches. 
Ashton Mfg. Co., Newark, N. J. 
Bernz Co., Otto, Newark, N. J. 


Burgess Soldering Furnace Co., 
Columbus, Ohio 


Clayton & Lambert Mfg. Co., 
— Mich. 
Diener Mfg. Co., G. W., 
Chicago, Ill. 


Double Blast Mfg. Co. 
No ae Chicago, Ill. 


Inc., Chas. 

Baldwin, ry Island, N. Y. 
Quick Meal Stove Co., 

St. Louis, 


Turner Brass Works, 
Sycamore, III. 


Hones, 


Mo. 


Transit Companies. 


Cleveland & Buffalo Transit Co., 
Cleveland, Ohio 


Trimmings—Steve. 
Fanner Mfg. Co., Cleveland, Ohio 


Valves—Humidifier. 


Kansas City, Mo. 


Haynes, 
Varnishes. 

Cornish & Co., J. B., Chicago, Ill. 

Federal Varnish Co., Chicago, Ill. 


Ventilators. 
Philadelphia, Pa. 


Friedley-Voshardt Co., 
Chicago, Ill. 


Messinger & Parks Mfg. Co., 
Aurora, LIl. 


Milwaukee Corrugating Co., 
Milwaukee, 


Standard Ventilator Co., 
Lewisburg, Pa. 


Thomas & Armstrong Co., The, 
London, Ohio 


Wis. 


Ventilators—Ceiling. 


Hart & Cooley, Oe. 


ew Britain, Conn. 


H Furnace & Fdy. Co. 
mar sal Cleveland, Ohio 


Tuttle & Bailey Mfg. Co., 
New York 
Water Heaters—Oil Burning. 
Dangler Stove Co., Cleveland, O. 


Wire. 
American Steel & Wire Co., 
Chicago, Ill. 
Wrenches. 

Coes Wrench Co., 

Worcester, Mass. 
Wringers—Clothes. 

Lovell Mfg. Co., Erie, Pa. 

Zinc. 


Illinois Zinc Co., 
New York, N. Y. 


New Jersey Zinc Co., The, 
New York, 


Zinc—Slab. 


Illinois Zine Co., 
New York, N. Y. 
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For paid yearly subscribers, 
AMERICAN ARTISAN AND 
HARDWARE RECORD will insert 
under this head advertisements of 
not more than fifty words WITHOUT 
CHARGE. Employers wishing to 
secure employes, parties desiring to 
purchase or sell business, secure part 
ners, or to exchange, etc., will find 
that these pages offer excellent 
opportunities to satisfy their wants. 
Clerks and tinsmiths looking for situ- 
ations will find it to their advantage 
to use these columns. Those who re- 
spond to these announcements please 
mention that they “READ THE 
ADVERTISEMENT IN AMERICAN 
ARTISAN AND HARDWARE 
RECORD.” 


BUSINESS CHANCES 








Lightning Rods—Sell our famous Cop- 
er Cable and Section Rods—endorsed and 
labeled by Underwriter’s Laboratories. 
Special Patented One Piece Air Terminals 


—and many other exclusive features with . 


Rock Bottom Prices. Don’t do all the 
hard work and let your competitor put on 
the rods. Write today for agency. L. K. 
DIDDIE CoO., Marshfield, Wis. 


Wanted—To exchange a good farm, 
well improved, on good road, 3 miles from 
town, for established hardware business. 
Address Box 252, Pierceton, Indiana. 25-3t 








For Sale—Tin shop, also equipped for 
radiator repairing, in town of 20,000 
population. Anyone interested inquire of 
Cecil Minor, 313 North Main Street, Han- 
nibal, Missouri. 24-3t 





For Sale—Prosperous sheet metal shop 
with full equipment and stock for sale. 
Established 9 years. Have made enough 
to retire is reason for selling. Address 
John Evensen, 420 39th Street, Brooklyn, 
New York. 23-3t 





For Sale—Patent rights for adjustable 
flue and ventilator base. Fits any pitched 
roof Can be carried in stock by hard- 
ware dealers as any one can erect it. 
Address B-36, care of AMERICAN 
ARTISAN, 620 So. Michigan Avenue, 
Chicago. 24-3t 





For Sale—Stock of hardware and fix- 
tures in town of 6,000 population. Good 
clean stock and good location. Invoice 
of stock and fixtures will be about $6,- 
500. Will sell on basis of 10% below re- 
placement cost. Reason for selling to 
close an estate. Address Reed Hardware 
Co., Three Rivers, Mich. 23-3t 





For Sale, or trade for Iowa Hardware 
Store—320 acres, corners, Des Lacs, N. D., 
160 acres 1 mile from Des Lacs on G. N. 
R. R., flowing well; school bus and mail 
pass residence. Three veins of coal and 
oil well near. Crop rye and wheat, pota- 
toes, corn and clover. Address A. J. 
Bridges, Des Lacs, N. D. 23-3t 





For Sale—Sheet metal shop, hardware, 
gas, electric supplies. Will sell at in- 
ventory (about $3,000). Good chance for 
young or middle aged man with pep. 
Portable garage and auto for sale if de- 
sired. Business is located at 11821 Euclid 
Avenue, Cleveland, Ohio, the main street 
of city. Address Wall Mfg. Co., that ad- 
dress. 25-3t 





For Salc—Tin and Radiator shop for 
sale. Fully oarees with tools and ma- 
chinery. Good location in town of 1,600 
population. Business is good all year 
around and will sell for $1,200 cash if 
taken at once. Must retire account of 
health. Good opportunity for good man. 
Address Tin and Radiator Works, 421 
West 17th Street, Cheyenne, wore... 


For Sale—Tin shop doing heating, 
plumbing and sheet metal work. Ad- 
dress John Nesvacil, Mazomanie, Wis- 
consin. 23-3t 


For Sale—Tin radiator and plumbing 
shop fully equipped with tools. Good 
town with population of 3,000. Only shop 
there, and do a good business, but must 
sell on account of other interests., Ad- 
dress B-40, care AMERICAN ARTISAN, 
620 South Michigan Avenue, Chicago. 25-3t 








For Sale—Medium sized stock of hard- 
ware, furniture and undertaking in 
Northeastern Nebraska town; clean, no 
dead stock. Can sell either line sepa- 
rately. Have other interests. For fur- 
ther particulars address B-30, care of 
AMERICAN ARTISAN, 620 South Michi- 
gan Avenue, Chicago, Illinois. 22-3t 





For Sale—Strictly up to date sheet 
metal roofing and radiator shop. Only 
shop of any importance in town of 8,000. 
Best town in Northeastern Colorado. 
Will sell all or half interest. This is not 
a cheap proposition but. one worth 


while. Address B-28, care of 
AMERICAN ARTISAN, 620 South Mich- 
igan Avenue, Chicago, Illinois. 22-3t 








HELP WANTED 








Wanted—Good all around tinner and 
furnace man for steady job. Address J. 
H. Barnett, Dodge City, Kansas. 24-3t 


Wanted—A good sheet metal worker 
and furnace man. Address Thomas Heat- 
ing & Ventilating Co., 120 West 10th 
Street, Sioux Falls, South Dakota. 23-3t 


Wanted—Combination man, heating and 
plumbing. Must have Illinois plumbers’ 
license. Good pay and steady work. Ad- 
dress Raue Hardware Co., Crystal Lake, 
Illinois. 23-3t 











Wanted—Present address of George 
Corblis, tinner, formerly with Ohio Heat- 
ing Co., Columbus, Ohio. Address Ideal 
Furnace Co., 660 Third Street, Milwau- 
kee, Wisconsin. 25-3t 





Wanted—All around hardware clerk. 
Must be able to help out in tinshop. 
State wages expected and send references. 
Give age and nationality. Address H. O. 
Ebert, Preston, Minnesota. 24-3t 





Wanted—At once—A plumber and fur- 
nace man capable of doing neat work. 
Steady job the year round at 50c an 
hour to start. Will increase wages if 
found satisfactory. Apply Dedrick & 
Marty, Brodhead, Wisconsin. 23-3t 





Wanted—Two good sheet metal work- 
ers for work in and out of shop, also 
good plumber for all around plumbing 
work only. Address South Side Hard- 
ware and Piumbing Co., 1512 South 12th 
Street, Sheboygan, Wisconsin. 23-3t 





Wanted—Experienced tinner for gen- 
eral sheet metal and furnace shop. Mar- 
ried man preferred. Steady work every 
day in the year. Population of town 15,- 
000. Address The Hehnke-Lohmann Co., 
210 West 2nd Street, Grand Island, Ne- 
braska. 23-3t 





Wanted—Foreman to take charge of 
good shop, must be fast and know how 
to handle men. This is a good thing for 
the right man. Answer at once, stating 
all particulars in first letter. Address 
Dominion Metal Products Co., Roanoke, 
Virginia. 24-3t 





Wanted—Experienced hardware sales- 
man, capable of acting as Assistant Man- 
ager of retail store. Must be able to 
supervise salesmen and general arrange- 
ment and display of store. Southern 
Wisconsin location. Address B-34, care 
AMERICAN ARTISAN, 620 South Mich- 
igan Avenue, Chicago. 24-3t 





Wanted—At Once—First class plumber 
to work on plumbing installations in 
schools and public buildings. Very de- 
sirable work. Nine hour day, union or 
non-union, good wages, steady work. 
Must have Illinois license. Write or 
phone at once. Address Arthur W. Mur- 
ray Co., Hoopeston, Illinois. 24-3t 


Wanted—tTinner; first-class jobber; big 
work; union shop. Apply North Shore 
Hardware Company, Evanston, —— 

2-3t 


Wanted—One or two first class sheet 
metal workers.. Position permanent if 
satisfactory. Wage 75c per hour. Ad- 
dress Metal Products Co., Mason City, 
Towa. 23-3t 


Wanted—Two first class sheet metal 
workers in general cornice shop; one who 
understands furnace work, and one that 
can do slate and tile roofing. Permanent 
positions for right parties. Apply to J. 
W. Beard & Bro., xington, ae. 

-3t 


Wanted—Experienced Furnace Fitting 
and Furnace salesman who can lay out 
and figure jobs. Wisconsin territory. 
State previous experience and for whom 
now working or last employer, in 
first letter. Address B-35, care 
AMERICAN ARTISAN, 620 South Mich- 
igan Avenue, Chicago. 24-3t 














Wanted—First class sheet metal me- 
chanic. Must be reliable and compe- 
tent. Experience in slate and tile roof- 
ing absolutely necessary. Good oppor- 
tunity for right man. Address B-33, care 
AMERICAN ARTISAN AND HARD- 
WARE RECORD, 620 S. Michigan Av., 
Chicago. 23-3t 





Wanted—Experienced tinner. Must be 
fully competent to take care of large 
contract work and able to lay out and 
take full charge of large ventilating jobs. 
Wages $50 per week and increases if com- 
petent. None but those fully able to 
handle such work need apply. Open shop 
and steady employment. Address Hugh 
L. Turner Sheet Metal Co., 720 West 
Second Street, Oklahoma City, Okla- 
homa. 23-3t 








SITUATION WANTED 








Wanted — Situation wanted as tinner 
with knowledge of plumbing. Can invest 
some money if conditions are right. Ad- 
dress B-41, care AMERICAN ARTISAN, 
620 S. Michigan Ave., Chicago. 25-3t 





Situation Wanted—By tinner and fur- 
nace man. Have had ten years’ expe- 
rience. Can also do radiator work. Mar- 
ried and want steady employment. State 
wages and particulars in first letter. Ad- 
dress L. W. Hoffman, Green Lake, Wis- 
consin. 25-3t 





Wanted—Ai sheet metal worker wants 
situation as foreman in shop. Has had 
5 years of drafting room work, and wide 
experience in heating and ventilating. Ad- 
dress B-32, care AMERICAN ARTISAN 
AND HARDWARE RECORD, 620 South 
Michigan Avenue, Chicago. 23-3t 





Wanted—Al1 sheet metal man, 38 years 
old, experienced in bench, cornice, ven- 
tilating, furnace and blow pipe work, 
wants position where ability will count. 
Address B-31, care AMERICAN ARTISAN 
AND HARDWARE RECORD, 620 South 
Michigan Avenue, Chicago. 23-3t 





Situation Wanted—As working foreman 
with 25 years’ experience at tinning and 
sheet metal work in all its branches. 
Prefer the south. Am considered an Al 
mechanic and know how to handle a live 
shop. Address George Collins, 415 4th 
Street, N. W., Washington, D. C. 24-3t 


Situation Wanted—By middle-aged sin- 
gle man in hardware or implement busi- 
ness. Good, straight and reliable man 
willing to work in tin shop or do any- 
thing there is to be done around store. 
Prefer Sioux City territory, South Da- 
kota, Nebraska or Minnesota. Address 
A-96, care of AMERICAN ARTISAN, 620 
South Michigan Avenue, Chicago, — 


Situation Wanted—Ereeting superin- 
tendent on exhaust systéfifs, ventilating 
systems. Ten years’ @xperience as su- 
perintendent, designer afd salesman. All 
around mechanic and can handle men. 
Salary no object as want to connect with 
live firm who can get business. First 
class references. Address B-39, care 
AMERICAN ARTISAN, 620 South Mich- 
igan Avenue, Chicago. 25-3t 
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SITUATION WANTED 


Situation Wanted—By a plumber and 
steam fitter, who can also install warm 
air furnaces and do some tin work 
Twenty years’ experience. Address B-37, 
eare AMERICAN ARTISAN, 620 South 
Michigan Avenue, Chicago. 25 -3t 











Situation Wanted—As superintendent of 
large jobbing shop, or large sheet metal 
factory. Competent to handle large 
plant—metal stamping tool and die work, 
piece work systems, automotive metal 
work, ventilating, estimating and de- 
signing. Furnace fittings, registers, 
enamelling and plating. Long record as 
an executive in several cities and large 
plants. State conditions and requirements. 
Address B-38, care AMERICAN ARTISAN, 
620 South Michigan Avenue, Chicago. 25-3t 





TINNERS’ TOOLS 








For Sale—5 new No. 218 Red Star Vapor 
oil stoves at $44.00, f. o. b. Albion. Ad- 
dress A. E. Browder, Albion, em = 

25-3t 
For Sale—8 foot cornice brake—Dreis & 
Krump. A No. 1 condition. Price very 


reasonable. Address L. E. Rochex, Rock- 
well City, Iowa. 24-3t 











For Sale—Full set Tinners’ tools and 
machines. Will sell all or separate. Ad- 
dress C. H. Weyrich, 105 Dilworth Ave- 
nue, San Antonio, Texas. 24-3t 





For Sale or Trade—Tinners’ tools, 10 
acres of good land near Mancelonia. 
Michigan. Will not refuse a fair offer. 
W. L. Mallory, 219 Falls St., Cuyahoga 
Falls, Ohio. 22-3t 


Wanted—A folding machine either new 
or old that will handle No. 20 iron to 
fold one inch deep edge. Address K. I. 
Willis Corporation, 206 18th Street, Mo- 
line, Illinois. 23-3t 








Wanted—A set of Tinners’ tools. Give 
itemized list, full details and price with 
physical conditions of tools and their 
make by return mail. Address Guenther 
Hardware Co., Owensboro, Kentucky. 25-3t 





For Sale—One Niagara 42” curved foot 
shear, with blades for cutting 6”, 7”, 8”, 
9”, 10” and 12” four piece elbows. Entire 
equipment in excellent condition. Ad- 
dress Messenger & Parks Mfg. Co., Au- 
rora, Illinois. 25-3t 








BOOKS 








_TINSMITHS—Make yourself more effi- 
cient and increase your earning capacity 
by purchasing a copy of KITTREDGE’S 
NEW METAL WORKER PATTERN 
BOOK; used by masters, foremen and 
cutters. It contains solutions of the in- 
dividual pattern problems in every de- 
partment of sheet metal work, giving the 
complete methods of laying out all forms 
of work. It is an ideal text book for 
either home study or the class room, for 
it takes up every detail from the selec- 
tion of the tools, throughout linear and 
geometrical drawing, to development of 
difficult ee by eanguaasien. No 
previous knowledge of drawing or mathe- 
matics is necessary. 438 pages; 744 illus- 
trations. 10x13 inches. Cloth; price $6.00 
postage prepaid. Order your copv today, 
or write and ask for a copy of our new 
book catalog, which tells how to save 
money on your book purchases. AMER- 
ICAN ARTISAN AND HARDWARE 
RECORD, 620 South Michigan Boulevard, 
Chicago, Illinois. 








Kimball ELEVATORS 
AND DUMB WAITERS 


Hand Power ; Passenger 

Electric Freight 

KIMBALL BROS. CO. 
“Change Your Hand 
Power to Electric” 


COUNCIL BLUFFS, IA. 
1110 9th Street 








‘ SPECIAL NOTICES 


Special Notices — displayed 
want ads —are charged at 
the rate of $3.00 per inch 
per insertion. 


ATEN TS 


HUBERT E. PECK 
Patent Attorney 
Pacific Building, WASHINGTON, D.C 

















WANTED 


A furnace salesman for city of 
Chicago. Give experience and 
refercnces. Address D-26, care 
AMERICAN ARTISAN, 620 S. 
Michigan Avenue, Chicago.  235-3t 


WANTED 


10 foot power square shear cut No. 
16 and lighter. Must be in perfect 
condition. Quote price f. o. b. St. 
Louis. Address Haynes-Langenberg 
Manufacturing Company, St. Louis, 
Missouri. 24-1t 
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ZARCO RADIATOR CORE IN LOOSE 











Any Size and Shape Ccre Built in Your Own 
Shop from “‘Zarco’”’ Stock. 


ZARCO MFG. CO., 413 E. 91st St., New York City 





We 


The 


“CENTENNIAL” 
Rain-Water Cut-Off 


The 
cheapest CUT-OFF on the market. 


} de fe sn-et made to 
t t in p'pe 
and which on be — | 7 
without extra pipe 
or elbows. 
FOR SALE BY 
ALL LEADING 
JOBBERS 


Manufactured only by 


The SULLIVAN GEIGER CO. 
501-509 Madison Ave., INDIANAPOLIS, IND. 














WANTED 


Shop foreman for sheet metal shop-— 
heavy sheet metal and light plate 
work. A man capable of laying out 
his own work, estimating and taking 
complete charge. Address D-25, care 
AMERICAN ARTISAN, 620 South 
Michigan Avenue, Chicago. 25-3t 


WANTED 





at once, a good live Furnace Salesman, to 
sell and look after the installing of furnaces 
in Elyria and vicinity. A rare opportunity 
will be offered the right man to become one 
of the firm with a ‘good salary assured. 
Address Wharton & Co., care The Fox 
Furnace Co., Elyria, Ohio. 25-3t 





WANTED 


Two first class furnace installers. 
Union shop. _ Dollar an hour. 
Address Farris Furnace Company, 
Springfield, Illinois. 


WANTED 


High Grade Furnace Sales- 
man to sell the best safety 
furnace pipe and fittings on 
the market as a side line on 
commission basis. Address 
D-24, care AMERICAN 
ARTISAN; 620 So. Michigan 
Ave., Chicago, Illinois. 4.3, 








Manufacturers 
of 
Warm Air Heaters 


ERE’S the salesman 
you're looking for. 





He can help you in that 
sales drive that you are 
putting on — he gets re- 
sults—he knows the game 
—he knows the trade and 
he is well known and re- 
spected by thousands of 
live, high class warm air 
heater installers through- 
out the country and es- 
pecially in the middle west 
and west. 


He has called on the trade 
and sold warm air heaters 
for many years—yet he’s 
an up-to-date salesman 
who works every week of 
the year—rain or shine. 


This salesman’s name is 


AMERICAN ARTISAN 


and you can secure his 
services at once. 


Write today and get com- 
plete details concerning 
his ability to work for 
you and with your 
regular salesmen. 
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Illustrations show elbows of cll angles from 10 to 90°. 
Note how close each cluster of elbows hugs the walls. 





Use short angle elbows to get around sills, 
cornice mouldings and all other projections, 
thus preventing the commonly 
known soldered break in the pipe. 

By using combinations of this 
kind, soldering is not necessary 
as elbows fit into each other 
very snug and the small opening 
at the joints will permit sewer 
gases to escape, thus increasing 
the life of the entire spout. 

These elbows are made 
in all designs and your 
dimensions can 
be arranged 
richt on the 
job. 
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THE FERDINAND DIECKMANN COMPANY 
P. 0. Station B Cincinnati, Ohio 
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Action—that’s us! 


When you want a radiator 
fixed in a hurry bring it to us. 










Insert your name 
and address here 


vesone 


“What are you doing 
to bring ’em into 
your Shop?” 















If you want to serve the car owners of 
your locality tell ’em about it. We fur- 
nish advertisements like this for your 
use. Write for booklet. 


Special Core Orders Shipped Same Day Received 


Radiator 
[ SERVICE |] 


THE G & O MFG. CO. 


“Replacement Department” NEW HAVEN, CONN. 








For prompt service 
shipments can be 
made from stock 
core depots in 


NEW YORK BOSTON 
BALTIMORE 
PITTSBURGH ROCHESTER 
CLEVELAND 
WILMINGTON 
INDIANAPOLIS 
RALEIGH, N. C. 
SPRINGFIELD, MASS. 
PHILADELPHIA DETROIT 
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«I» answer to 
_our letter of 
April 30th, will 
say I am more 
than pleased 
with your Kester 
Acid Core Wire 
Solder. It saves 
having an acid 
pot’ sticking 
around. 

“It is the best 
thing I ever used 
when up ona 
ladder soldering 
eaves spouts, etc. 


—Geo. Morrison 
Hardware 
Dealer 
Morrisonville 
Wis. 











In the illustration 


above the black t 


indicates the flux 
that fills the inside 
of the hollow wire 


solder. Notice the 
crimps in the solder 
shown above. They 


keep the flux from 


running out except 
as you wish to use 
it, and keep the 
amounts of flux and 


solder always im 
proper proportion, 


NO ACID POT 


NEEDED 


—because the acid is inside 
that hollow Kester Acid 
Core Wire Solder. It’s used 
everywhere now. Be sure 
to get your sample spool by 
using the coupon today. 

















KESTER 


cid Gre WIRE SOLDER. 





CHICAGO SOLDER COMPANY 


AA.H.R 


4241 Wrightwood Ave., Chicazo, Ill. 6-24-22 


Please send me the sample spool of Kester 
Acid Core Solder descri in your advertise- 


ment, no charges, postage prepaid. 


Name 


Address 
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KANT-BREAK 
LADDER 


HAT’S the 

name of the 
ladder and al- 
so the reason — 
why it can 
hold the ag- 
eregate weight 
of six men. 





A Steel Rod in each rung 


A Steel Insert 
on both edges 


of each upright and only the best 
materials used in its construction. 


That’s the proof of why they can’t 
break. Contractors who believe 
in “Safety First” buy the best 
ladder— 


KANT-BREAK 
Walchli Mfg. Co. 


4711 St. Louis Avenue 
ST. LOUIS, MO. . 4 


E. E. ZIDECK’S 


Radiator Repairing 
Handbook 


(Illustrated) 


mailed FREE to any bona fide 
Radiator Repairer or Sheet 
Metal Workers and Tinsmiths 


intending to go into Radiatoi 
Repairing now. 


E. E. Zideck will co-operate 
with anyone desiring his aid 
and advice. Address 


Zideck Auto Radiator School 


407-413 East 91st Street 
New York City 

















BOLTS 


WRITE FOR CATALOGUE 
THE 
KIRK-LATTY MFG. CO. 
CLEVELAND, O. 


PRICES ON APPLICATION 


ONAC2Z 
NU0OR 





RIVETS 





























{RON AND WOOD 


STOVE PATTERNS 


QUINCY PATTERN COMPANY 


QUINCY, ILLINOIS 


PATTERN S$ 


FOR STOVES AND HEATERS .w Woon ona 1n0on 
VEDDER PATTERN WORKS ="“R35™ TROY, N. Y. 


PATTERNS ino heaters 
THE CLEVELAND CASTINGS PATTERN COMPANY 
CLEVELAND, OHIO 


WOOD AND METAL PATTERNS 
for 
FURNACES AND HEATERS 


30 years’ experience. Full size drawings from your data 


THE GEO. E. SHAW & SON CO. 
CLEVELAND, OHIO 











1362 East Third Street 
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Terne Plate ='¢2 
Specialists | 


Since the beginning |= 
_of the industry in 
this country. 


Write for samples. 





being our standard. 








‘ “\ ] { 
es 


+ 


Our 
Brands 


shown here ranging 
from 40 to 8 pound 
have proven their 
unusual lasting qual- 
ities by years of 
actual service. 








A LARGE stock of all brands always carried in stock for immediate shipment. 
-& Also manufacturers of “Osborn Quality’”’ Gutter and Conductor, 28 gauge 4 


Let us quote on your requirements. 


THE J. M. & L. A. OSBORN CO., CLEVELAND 


Sheet Metal Workers’ and Furnacemen’s Supplies 











PERFORATED METALS 














; Pe. te 
aaa PS Seg se am mee 
“a Te Sere ae 


All Sizes and Shape. of Holes 

In Steel, Zinc, Br: Copper, Tinplate, etc. 
For All rereming entilating and Draining 
EVERYTHING IN TED METAL 


THE HARRINGTON & KING PERFORATING © 


INION S 

























CORTRIG 


_METAL SHINGL 


|| This is what the Mayor of the town wrote us: 
“T think you have the best 


| shingles on earth.” 
E. E. HATHAWAY, Mayor, 


Elizabethton, Tenn. 
Since then the school and courthouse in Elizabethton have 
been roofed with Cortright Metal Shingles. 























INLAND 
COPPER ALLOY 
SHEETS 


REDUCE SHOP COSTS 


Increase the Life of 


Furnaces, Tanks, : 
Roofs and Ventilators 


INLAND STEEL COMPANY 


38 South Dearborn St. Chicago 
Works: Branch Offices: 

Indiana Harbor, Ind. Milwaukee St. Louis 

Chicago Heights, Ill. St. Paul 
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Galvanized 
One Pass Cold Rolled 


HEETS 


Corrugated 
Blue Annealed 





PRIME QUALITY at the RIGHT PRICE 


W 


THE SYKES COMPANY 


930 West 19th Place 


E HAVE a large stock from which you can secure 
all standard sizes and gauges of sheet steel. Cor- 
rugated sheets, galvanized, black or painted. Write 
us today for prices on your requirements. We 
make prompt shipments. 


WE MAKE A SPECIALTY OF FABRICATING STEEL SHEETS 
TO YOUR ORDER—ASK US ABOUT THIS SERVICE 


CHICAGO, ILL. - 











LIGHTS 


CZ 


oS, 


ig Ugg 
Mfg Wars: 


eas 
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QUALITY & BEAUTY 
ART METAL CEILINGS 



































: AN . a AND 
DS P. 1 — oes ee 
CS ene SIDE WALLS 
} eas iy light, Its: Free. 
ST RETON i QUALITY—only first quality material is used in 
in making FRIEDLEY-VOSHARDT ART METAL 
Our I- BAR PUTTYLESS Skylights CEILINGS AND SIDE WALLS. 
are shipped entirely knock-down, saving freight and making it easy to BEAUTY —i f th let d 
oe Gam on the | Gel emble by anyone, without the use last ing sati isidien of sear —adl-_€" e an 
MESSENGER & PARKS MFG. C Having one of the finest equipped sheet metal plants = 
SS Pret Strest Aurora: Illinois in the country and employing only skilled workers en- f= 
ables us to serve you with QUALITY goods having = 
yuu a the BEST DESIGNS. 3 
4 : WRITE TODAY FOR CATALOG No. 33 i 
: H ESS LER : OFFICE FACTORY : 
= PLUMBERS : 733-737 S. Halsted St. 761-771 Mather St. = 
_| ROOF FLASHING ; CHICAGO, ILLINOIS 
Z The very best = . = cera eee eee 
= one made = 
2 The Plumbers Know S =F 
z Write for particulars today Steel Ceilings 
E ° . 
| 4H. E.HESSLER CO. | || Side Walls and Cornices 
=_ SYRACUSE, NEW YORK Former Manusfocturers of the McGuire. #2 
| Only first quality material used 
- Many neat designs of character. 
BAKER 
Trade Mark Reg. U. 8. Pat. Office Write today for our complete cata- 
ORIGINAL BAKER HANGERS log giving descriptions and prices. 
or o 
"Manufactured by” THE W. J. BURTON CO. 
W. C. HOPSON COMPANY Conctinn Ave, and Fetes) St. and ° Lae ® 
ss 2 at ezand Revie } vennne me 436 Penobscot Bldg. Detroit, Michigan 
SAU EAT TET POYOASALUCLOARLADEADOUNAADULAOOALNSALSESAU NAA ENURSOETNALSAASEALEGNG PEUEPRETAETONEETEUSTEANAETAAU EAT EOOA EATON NGA ENAA NYAS T ALANNA Tee ene sme UNOLVETAENTILNENUGANLEESAL ELEY STOUGTTY TTT LUUY SSAA ee = 





CLARK-SMITH HARDWARE Co. 


DOOUUQUU ENYA OUUANUUOUaNALANUUUNNGALUUUONNAUOUUEbAAUaOn aga 


Plecker’: s Galventaind Eave Trough and Corrugated Expanding Conductors 


Made of Costs no more 
Keystone Lasts Longer 
Copper Bearing Therefore 
Steel Cheapest 





PEORIA, ILLINOIS 


SHMMMESUOOOONENEPSNSOOONNONOGNSDSSUNOLISNONO000U0Q000N0000000000800 000N040S090UONONENUEOLGTOOQONEELUUOQOLONESAUUGLOLEU00N LOQLS0AU0444G0000G0UQd00NEUUAQHENOEEASRELOUOUOUOONEOULLLOPEGURUAUUUNGGSAEOOUOONGEETUUOOOENOOEUOUUOG ESOL NGN UNL ALEELUUGTGEE TOE ANANDA UALS EOUSiigdNEEOUANEASANGGANE UNE ANREUUULACUER OLN 


Evenementen 
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NEW CHICAGO 
ROTARY SLITTING. SHEAR 


Used ‘in Connection with a Cornice Brake 


Guaranteed Will Split 
a Sheet 
to Cut or 
24-Gauge Cut Strips 
at 
Tron Any Angle 





Write now for information 


MAPLEWOOD MACHINERY CO. 


Dealers iri New and Used Machinery 
2547-49 Fullerton Ave. CHICAGO, ILL. 
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SEUUUUCEEEEOUCECORERUDOUUOESEREOOUOOUCOEOEOUOUUCCEEEOOOCOCEEEEOOEOOECOEEOOOOEE 
= Improved Models of Soldering Furnaces 


Have you seen the improved 
models? The greatest line of 
Soldering Furnaces today on the 
market. They should be. There 
is more experience behind them. 
Forty-eight years of it The 
Gems were popular before the 
majority or present day furnaces 
were heard of. It is the oldest, 
the recognized standard Solder- 
ing Furnace today. 





Look these models over. Each 
leads its class. Line them up and 
take your choice. 

Do you want a Catalog? 
BURGESS SOLDERING 
FURNACE Co. 
= Improved No. 3 Gem with pum Department A COLUMBUS, OHIO 


SIMIn MIM nnn 





iS 


POU 





A POPULAR FIRE POT 


is eur new Improved No. &7 which is 
fitted with double needle burner, 
each flame the side te 


the user to © fire pot lew if 
desired. is made ef heavy 
gau wn steel, tinned 


proof) 
fitted with extra large funnel and 
filler plug with dust proof cap. 


Try a No. 67, you will be mere 
than pleased. 
Send for free catalog. 


No. 87 Ashton Mfg. Co. 


Fire Pot NEWARK, N. J., U.S. A. 














A TORCH YOU CAN LEND— 
WHY? 


All ordinary Torches having Burners with 
Sharp Pointed Needles can be put out of 
service quickly if the Needle is_ forced. 
Double Needle Torches have Blunt Needles, 
making it impossible to enlarge the gas 
orifice from careless use. Upper Needle has 
wire tip that cleans orifice, lower regulates 
flame. Over 60 percent of Burner troubles 
overcome. No. 208 produces over 300 de- 
grees more heat and is the strongest and 
best quart Torch made. Jobbers supply at 
factory prices. Send for a catalogue. 


CLAYTON & LAMBERT MFG. CO. 
19635 Knodell Ave, © DETROIT, MICH., U S.A. 











For Perfect Cutting, 
Darability and Strength 


PEERLESS STEEL 
SQUARING SHEARS 


Made in ali sizes, to cut any ga of ma- 
terial. Foot or power treadie. . No more 
breaking or t of-treadies if you use a 
Peerless. You id know all about the many dis- 
tinctive features of these STEEL Shears. 

Write for Catalog today. 
EWERT & KUTSCHEID MFG. CO. 
917 W. 49th Place CHICAGO, ILL. 











4 





SHOULD KNOW 


TURNER’S 


MASTER LINE 


BLOW TORCHES 


Impossible to Explode 
Burn Gasoline- 


Kerosene 
Without Clogging 


The one opening in the 
tank eliminates leaks 
from soldered connec- 
tions (so frequent on 
ordinary torches). 


The baffle in the burner 
vaporizes the present 
low grade fuel without clogging the burner. 

Safety valve automatically releases at 40 lbs. pressure, 
making it impossible to get too much pressure and 


burst the tank or cause leaks, which result in explosion, 
fires and even loss of lives. 


The shut-off and adjusting needle separate eliminates 
the enlarged orifice. 


Cost Less Than Ordinary Torches 
The Turner Brass Works 














Sycamore, Illinois ,-* 
o Turner 
Fill out coupon and 4° — Brass Works 
o Sycamore, Illinois 


mail today for ,- | 

é Mail me a copy of 
complete en your complete catalog at 
catalog _-* 


o once. 


4 
¢ 
s* Pee ie at eccuddaken beast cebata 


¢ WITHOUT OBLIGATION 
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You Can Sell This Metal Garage 


at a low price and make money 


ERE’S something right in your line that's a real business pro 
sition. There is a big demand for this Metal Garage—it's fine 
looking, well built, roomy and you can put it up in less than a day. 
Car owners in your territory will buy this garage—it’s strong and 
firm as any brick building. Let us give you: full details on handling 
this specialty in your district. 


We also make the well known 


B U C K E Y Ventilators 


Metal Shingles 
Heat Radiator Shields 
Write today for prices, discounts and catalog 


THE THOMAS & ARMSTRONG COMPANY 


London, Ohio 


Department A.A. 





VENTILATORS 


We carry a full line of the below named well 

known ventilators: 

EARLE IWAN’S 

PERFECTION STANDARD 

HERCULES “STAR” 
AMERICAN-LARSON 

We can make prompt shipments on your orders 

for anything in the sheet metal line. 


Try us—write for catalog today 


BERGER BROS. CO. 


229 to 237 ARCH STREET 
WAREROOMS AND FACTORY: 100 TO 114 BREAD STREET 
PHILADELPHIA, PA. 


“ROYAL” 


















Tnetaled in Best by Test of Thirteen Years 
ix -o. 

RF a Over 20,000 in use 

Arsenals Simplest Construction, Fewest Parts, Easiest 


Operated and Changed. Made in 4 sizes. 


No. 2 Punch—Capacity 5/16 thru % Iron. Length 
23 inches. 

Only Portable Channel Iron Punch on Market. Ca- 
pacity 4% thru % Iron. Punches to center of 4 inch 
Channel Iron, with 1% inch flanges. 
All parts interchangeable with No. 2 
Punch. No. 3 Tinner’s. Punch—Ca- 
pacity % thru 18 
gauge. 

No. 1 Punch— 
Capacity % thru 
¥% Iron. 





Ask your Jobber, 
or write us. 


W. A. Whitney Mfg. Co., Rockford, Ill.’ 8 





















OTTO TT 


C. G. HUSSEY & CO. 


Rolling Mills and Office, PITTSBURGH, PA. 


aoe Ag of 


SHEET COPPER, BOTTOM. OLL COPPER, TINNED A 
POLISHED COPFER, NAILS, SPIKES. RIVET CONDUCTOR 
PIPE, EAVES TROUGH, ELBOWS, SHOES, MITRES, ETC. 


aan acheter in New York, Chicago and St. Louis 
UUUOUUIUVLUIOULUHLULSTULUUALSLNLUSLSTSLS LUNI. LIL 


SIDI LL 





e ’ new rorasce STANDARD 


VENTILATOR AND CHIMNEY CAP 

This combination has no equal for chimney purposes. Cures 
down draft and obviates the necessity for high stucks. All 
jobbers sell them. Write to your jobber or us for prices 
and catalog. Manufactured by 








electrical, rope, air- 

plane, piano, pipeorgan, 

flat wire (strip steel) 

hoops, bale-ties, tacks, 

nails, barbed-wire, con- 

crete reinforcement, 

springs, netting, wire fences, steel posts, steel 

gates, trolley wire and rail bonds, wire wheels, 

- auto-towing cables, horse shoes, round and 
odd-shape wires for manufacturing. 


Illustrated books describing uses, FREE 


American Steel & Wire 


Company 





Chicago—New York 

















MVNA 


i 





«FILES OF QUALITY’ 4 


The kind of files 8 good 1 mechanics want 


The kind of files live dealers sell. 
Know All About Them—Write for Our Catalog Teday 


HELLER BROS. CO. 


NEWARK, NEW JERSEY 


INUUNVUUNNULNAULAUUEOUTAUAA ATAU 


Established 1836 Incorporated 1899 
SmI HLL 


Any 


Hardware Store 


can always use new ideas to help increase 
its sales. 


Be sure to read the pages of AMERICAN 
ARTISAN AND HARDWARE RECORD 
every week — you will secure ideas which 
you can use to help increase the sales of 
your hardware store. 


NAAN 


sal MIU 

















STANDARD VENTILATOR CO. Lewisburg, Pa. 
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FARE $550 DAILY BETWEEN 








PARKER PRODUCT a 





Parker Hardened Sheet Metal Screws 


Save 75% of the time of assembly 





‘THOUSAN DS of dollars in time have 
been saved Sheet Metal Workers, 
Furnace Manufacturers, Metal Door 


WE 














“CITY OF ERIE” OF BUFFALO” and Window Manufacturers—Stove— 
DAILY BETWEEN Shelving and Metal Furniture Manufac- 

CLEVELAND AND BUFFAIL Oo turers through the use of Parker 
Y O NOV, 15 sth Hardened Sheet Metal Screws. 

Leave crv At. Ut, FO NO Bi - 9:00 P, M. 

Arrive Buffalo - 7:80 A. M. Arve Ceveand Cleveland _ 7:80 A. M. Eliminate tapping and running up 


Ronneetions af Buiftio for Niagare Pals and 7a pl Pestern and 


nuts—just punch a hole with a prick 
Foledo, Detroit gd all points West Ae tot y Railroad d P P 


or stop punch and turn up the screw 





Sebote venting een Cleveland and Buffalo are good for iw 
transportation on = my our, steamers Py —ded as you would when driving a wood screw. 


eye 


ew Tourist Automobile Rate—$10. ech with 
C1 __ A Tt ) Parker Hardened Sheet Metal Screws 


cut their own thread and they stay put 


at ON a diay 











Bonntiteny colored sectional pusale The Great 

‘ IDBEE”’ sent on receipt of ecante, . e 

: ask'for our :2-page pictorial and descriptive booklet —no amount of vibration can loosen 
és THE CLEVELAND & BUFFALO TRANSIT CO. them. 


LDL DEI EM BCTEL OOS 





See that you are ready to take advantage 
of the savings effected through their use. 
Your jobber stocks them. 


Cleveland, Ohio 
MMAR 
Here is Another Whitney Punch used by 


Mice 































Manufactured by 


HEMP & CO., St. Louis, U.S.A. 


50-INCH FORMING ROLL 
This Forming Roll is built 


in all standard sizes, with our 
Patented Opening Device by 
means of which it is opened 
and closed in a few seconds. 


We build a complete line of Shears and 
Punches, all sizes, for hand or beh games 


Write for Catalog “R” 


BERTSCH & CO., Cambridge Gity, Ind. 
CHOLUNOURESEOLULUOOLEGUEEGECEGHGEGEGECHGHORGEOUORORGOUGORCEOECEOEReeeceRORREREEES 


VIKING SHEAR 


Compound LEVER Handle — Removable Blades 


A child can work them 


Send for catalog today VIKING SHEAR Co., Erie, Pa. 


z = 
= = 
= No.5 Jr. = 
_ Whitney _| Parker Supply Co., Inc. 
= Punch 2 801 East 135th Street New York 
= = PS-9 
= “The Best E 
z by Test” E : emt pvcngcancnuee 
= A sturdy Whitney Punch ee er — 2 4 2 3 LIGHTNING STOVE PIPE MACHINES 
= is rolightly. yt yy qtimtnate. friction #0 that all power = a Save time, money and labor. The LIGHTNING STOVE 
= is directed to the center of the punch. All weasiag parte of = = PIPE MACHINE is the only one on the market that will . 
Leitner Punches are hardened #0, they wilt withstand extr | | rapidly and perfectly close the seams or groove Nested | 
= approval by thousands of users. If you need a fast, strong = &. Stove Pipe. Can be attached to any post, wall or 
2 ti wate eS Wate. iat os = = bench. It is adjustable to all sizes and auges 0 of 
= Write for our catalog and price list today = = ve Pee. oo oid Notneless eet 
a = = etal articles. mple, , , 
= WHITNEY METAL TOOL COMPANY — Big ett 
= 93 Forbes Street, Rockford, Il. = & 
SoMMN INULIN es = 
STL ee R= 

_ CHICAGO STEEL CORNICE BRAKES | | 

STANDARD OF THE WORLD = = 


UNUDUA EAD UOAU AUDA EEN Lae SUT 





DOODUDEDL AONE 





THE BEST BRAKE FOR ALL PURPOSES 
Most Durable, Easiest Operated, Low in Price. 
Made in All Lengths and to Bend All Gauges of 
Metal. Over 15,000 in Use. 


WRITE FOR PARTICULARS 


DREIS & KRUMP MFG. CO., 2915 S. Halsted Street CHICAGO 


QEQUUACENUAAULUUONNNNNDNNNMaUQaUUaaTeneeetgdatgAs ene neveA Ac daaeonegnneNT 


UUM LAT 


Ja 
“emi 
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Haven't you had customers 


ask you for a good varnish? 


At did you have to tell them you didn’t sell 
varnishes? ; 


Most hardware stores carry a line of paints and 
varnishes and you can, too. , 
Ar-Ki-Teck Spar Varnish is the ideal brand of 
varnish for the hardware dealer because the one 
grade is suitable for all purposes. 
It’s the one high grade varnish you can sell your 
customers with assurance that it will give the ut- 
most satisfaction no matter on what kind of job 
they use it. 
If you will send us your name and address we will 
EXTERIOR i) be glad to tell you in detail how you can sell 
“+.B.CORNISH 8 Co, ( Wf) Ar-Ki-Teck Spar Varnish now with good profits. 


J. B. Cornish & Company 


Real Selling Helpe Free Northeast Corner State and Lake Streets 
We will send you a large attractive four-color 
ESS Chicago, Ilinoi 
Srevution, =. people in your district. Ask us about cag 0; inots 
em a 












































GARDEN TOOLS, GENERAL AND BUILDERS’ HARDWARE, 
MECHANICS’ TOOLS, CUTLERY, GUNS, AMMUNITION, 
SPORTING GOODS AND FISHING TACKLE. 








sands of hardware dealers has given 

us an unusual ability to judge what 
brands of goods give the dealer and his 
customers the most satisfaction. 


We handle a good variety of makes at dif- 
ferent prices—always carefully selecting 
those brands which are the best in their 
class no matter what their prices may. be. 
When you order from us you can be’ sure 
of getting quality goods at right prices— 
prices which enable you to retail the stock 
at a good profit. 


O's: long experience in serving thou- 


BULLARD @ GORMLEY CO. 


Wholesale Hardware 
54-62 East Lake Street 
CHICAGO, ILLINOIS 























a oe 
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Order today—your last chance to buy at these 
low special offer prices 


PUA PO Lh 





FEDERALITE 
VARNISH STAINS 


Assorted case 
Following colors and 


FEDERALITE 
FLOOR VARNISHES 


Assorted Case 


| cut 


Following Sizes sizes 
Six | gallon cans ii 0 E R A L i E a aot Oak Walnut 


| pe 


y 
Rosewood Mahogany Ground Color 
2 quart cans \ one and one half 


@ $2.70 per gallon 


Four } gallon cans 
@ $2.85 per gallon 


Eight } gallon cans 
@ $3.00 per gallon 


Sixteen 1/8 gallon cans FREE 


FLOOR VARNISH 


4 pint cans gallons 

8 half-pint cans of each color. 
This case order consists of 14 gal- 

lons of each of the above 8 colors_or 

12 gallons ia all. 


Special price on this case order, 
5.00. 


ALL 
ain 


VARN HATER any 


ig 


sh 


FEDERAL VARNISH 


Special price on this case order, 
00. 
LU aM PANY 


16/32 cans FREE on each 
case ordered. Order 2 cases 
or 24 gallons and we will allow 
an extra $5.00 credit toward 
your local advertising. 


Order 2 cases or 24 gallons 
at this price and we will also 
allow an. extra $5.00 credit 
toward your local advertising. 





arr ao 














“sANNOONRRETNOESUNOONETUNNNNETUNeTONNONENeENNETvGNNNETNTNNUNA A LHcstUasreucansnoaansoousonvnsanssses44ioqyAAUu4denuanonasuagnusatt 





SMMUUNDAAENULSTENGNUUUUEENNGEAUA NEA TRNNA LANE ENT Unenenneeteneaty mun 


IE 
prey 





V arnishes Japans 
Enamels Dryers 
Stains Coaters 





‘ 


Order your Special Offer cases today---We help you sell them 


T Federalite Varnishes now. Compare with any other make on the market—see why Federalite is 


chosen whenever high test varnish is wanted. 
Federalite Floor Varnish has great elasticity, will not turn white from washing or scrubbing. It is a quick 
drying varnish having a hard finish which will not scratch white or crack and it stands the boiling water or 


any other test. 
Federalite Floor Varnish is put up in an attractive lithographed can—it stands out prominently on your 


shelf or in your window. 
Federalite Varnish Stain is high quality in all respects—made from highest grade Aniline colors and highest 


grade waterproof varnish. ; 
Federalite Varnish and Varnish Stains are as good as any and better than many others selling at a higher price. 


On this special offer, besides furnishing Color Cards, Display Panels, etc., if you furnish your mailing list we 


will circularize your customers direct. 
Your customers need high grade Varnish and Stains—stock Federalite now— 


FEDERAL VARNISH COMPANY careaco. itino1s 


FEDERAL VARNISH CO., 2837-55 Irving Park Blyd., Chicago. (June 24, 1922) 
Enter my order for © one © two cases of Federal Floor Varnish and © one © two cases of Federal Varnish Stains at your po 30 day offer 


price as printed in advertisement in. American Artisan and Hardware Record, (First announcement of special offer May 27th, 1922. 


O I will send mailing list which Street iN cs cn wis ete e uae bos aeee nek eucc oon daretine ee a ee 


you are to circularize. 
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Your customers’ out-of-doors appetites—and how to make money on them 


y= customer friends who go camping, fishing or motor-outing this summer and those who will hunt next fall will 
take their regular appetites along and take on another one as soon as they strike out. 

If you show this Union Folding Camp Stove you'll make sales. The all round durability and serviceableness of the No. 
128 U. S. make it a big favorite. The sheet metal sides protect the fire. There is plenty of room 


on top for coffee, potatoes, etc. The ae beep fe folding broiler slides underneath the top and rests 
on runners. It’s just the thing for steak, chops and fish 


Put a few in your windows now—Write today for prices 


Special Folding UNION STEEL | PRODUCTS CO., Ltd. 


Broiler Stove LBION, MICHIGAN Folds Compactly 

















Arms and the Man— 
Machines and the Woman 


pRCHOn The two big things to watch in the world today are: Making the 
Home a Paying Industry and Making Industry a Friendly Home. 
If you look back, you will remember that the first ‘‘machine”’ to 
TRADE enter American homes was the Clothes Wringer and the most 
Clothes Wringers have been Anchor Brand. See that your wash- 
ing machine is equipped with Anchor Brand Clothes Wringers. 
L.M.CO. Anchor Brand sells first. It will also stay the longest. 


ERIE. PA Anchor Brand Clothes Wringers 
LOVELL MANUFACTURING COMPANY - - Erie, Pa. 


_ Largest Manufacturers of Clothes Wringers in the World 























NO MORE LOOSE HANDLES 


The VAUGHAN’S EXPAN- 
SION WEDGE is a notable 
improvement in Hammer Con- 
struction. You can always 
keep the handle tight. 


lH 
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It’s Walking in Front of You— 
Beside You—Behind You—Money 


At 25c per dozen it would 
cost FIVE MILLIONS 
NINE HUNDRED AND 
FORTY FOUR THOU- 
SAND NINE HUNDRED 
AND EIGHTY-TWO 
DOLLARS AND FIFTY 
CENTS to resharpen the 
safety razor blades made 
and sold by the Gillette Co. 
during the year 1921 alone 
and then think of what a 
lot of the rest of the man- 
ufacturers of the world are 
turning out. Maybe you 
are a shaver Mr. Reader--- 
maybe you are a waster. 
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No. 41-20 oz.; 41-16 0z.; 42-13 oz.; 42-10 oz. 


All Hammers with the VAUGHAN’S EXPANSION WEDGE 
are sold under our UNCLE SAM BRAND. Uncle Sam Ham 
mers are the only Hammers that have the UNDERWRITERS’ 








Because you buy a dozen razor blades, shave with them LABORATORIES LABEL as an inspected tool. They are 
a few times edge gets dull---then you throw them away. made in all sizes and patterns. 

Finest steel on the market and yet you and millions Write for Booklet No. 10 which describes in detail how the 
like you spend the money and because the = Under riters tested and approved Uncle Sam Hammers. 

dull you throw the blades away. The Hatfield re- 

sharpens them like new because our machines resharp- VAUGHAN & es MF G. CO. 


ens them the same way they are made with the rolling 
and sliding motion: 7 machines. Booklet for the 
asking. 








HYFIELD MFG. CO. 


292 CHURCH STREET - NEW YORK CITY 


2114 Carroll Ave. Chicago, U.S. A. 
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Atkins No. 51 Hand Saw 


Old style straight across handle 





Atkins No. 53 Hand Saw 
New Perfection Handle 





Atkins No. 10 Hack Saw 


A real necessity for everyone 
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Atkins No. 3 Nest 


Consisting of a keyhole, compass 
and nail cutting blade and handle 


Atkins No. 4 Trowel 


Perfectly balanced and well 
finished 





















ILVER 


strer_ SAWS 


BUILDING ACTIVITIES 
GROW APACE 


Everywhere you hear the sound of the saw 





and the hammer. Homes are being erected here 
and there throughout the land. Carpenters are 


calling for the best saws made— 
ih ' SILVER @ 4 
ATKINS tte: SAWS 


also Saw Tools and Saw Specialties which they 


have seen advertised in their publications. 


How is your stock? If it is low, it would be 
a wise plan to send a sorting up around to your 
source of supply. 


If your jobber cannot supply you, write to 
the nearest point below. 


E. C. ATKINS & COMPANY 


Established 1857 “The Silver Steel Saw People” 


Home Office and Factory, INDIANAPOLIS, IND. 


Canadian Factory, Hamilton, Ont. 
Machine Knife Factory, Lancaster, N. Y. 


Branches: 
New York Memphis New Orleans San Francisco Seattle 
Chicago Atlanta Minneapolis Portland Vancouver, B.C. 


Ask for our literature, ‘‘Saw Sense,’’ ‘‘Pointers,’’ 
and ‘‘How to Sell a Saw’’ 
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The Most Satisfactory Roofing 


For City and Country Use and One 
That Will Yield You a Handsome Profit 
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Fire, Storm and Lightning Proof 


Milcor Metal Roofing can be had in all styles, flat 
or corrugated, also stamped in the different patterns 
of ‘‘Titelock”” Metal Shingles and Tile. 


Glad to send Metal Roofing Circulars, also Net 
Price List on request. 


Milwaukee Corrugating Co. 
MILWAUKEE, WIS. 


Branch Office and Factory at Kansas City, Mo. 
Minneapolis Sales Office, Lumber Exchange 
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